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By JOHN C. BURRIDGE 


BOSTON—National Assn. of In- 
surance Commissioners is conducting 
its annual convention here this week, 
in many respects as intermission re- 
lief from the hearings of the U. S. Sen- 
ate anti-trust and monopoly subcom- 
mittee. Through the meetings of the 
subcommittees and a few of the parent 
committees on Monday and Tuesday, 
it was evident that the problems post- 
poned from the December meeting or 
earlier for possible action this week 
have failed to disappear or diminish. 

Attendance at Boston is more than 
1,000. All segments of the business 
are well represented, but no one 
seems to expect much to happen. The 
variable annuity situation in the life 
field is changing in nature and may call 
for research; in fire and casualty 
the main item is treatment of pack- 


Great American Now 
Bureau Subscriber; 
Has New Auto Plan 


Great American companies have 
changed their status with National 
Bureau and National Automobile Un- 
derwriters Assn. from members to 
subscribers. 

The group is introducing an econo- 
my auto plan with a select driver poli- 
cy to enable producers to compete 
with direct writers and companies of- 
fering auto coverage at reduced pric- 
es. The policy is to be written in 
American National, and filings are 
being made in selected states to be 
announced as approvals are granted. 


Affords Relief, Ease 





The select driver plan affords the 
producer relief from detailed office 
work, freedom from credit and collec- 
tion problems, and simplified handling 
at the agency level. The policy is re- 
newable every six months, is billed 
direct and is processed by machine 
tabulation. Agents retain ownership 
of expirations. 

The policy provides standard cov- 
erage under the regular family auto- 
mobile policy and contains the usu- 
al broad coverages in the bodily in- 
jury, property damage, medical pay- 
ents, uninsured motorist and mate- 
tial damage sections. 


Developed To Meet Demands 


The plan was developed to meet 
demands from agents countrywide for 
acompetitive automobile policy. Since 
itis designed for the safe driver, it 
braces a strict underwriting pro- 
fam which eliminates impaired or 
xtra hazardous risks. 

As a subscriber, Great American 
Mated, it will continue to offer stand- 
forms of coverage in all lines un- 
er the jurisdiction of the two bureaus 
as heretofore at manual rates. 















age policies (the M1 report). 

The status quo will be carried on 
even by election. Paul Hammel of Ne- 
vada, who has been president for 
several months since Arch Northing- 
ton of Tennessee was forced to resign 
over an auto rate hassle, has recov- 
ered from his heart attack and will be 
elected to a full term. Sam Beery of 
Colorado will remain as vice-presi- 
dent; J. Edwin Larson of Florida as 
secretary-treasurer (he has an in- 
definite tenure); T. Nelson Parker of 
Virginia as chairman of the executive 
committee. Joseph Gerber of Illinois 
is reported to be headed for some- 


Commissioners’ M1 
Subcommittee Makes 
Long-Awaited Report 


The report of the M1 subcommittee, 
awaited by industry people attending 
the commissioners meeting at Boston 
with considerable eagerness, made its 
appearance here Tuesday after a long, 
thorough and careful preparation. It 
was signed by all members of the sub- 
committee, which is most unusual. 

The subcommittee decided in its ex- 
ecutive session that its report would 
contain a statement of principle which 
would be recommended for adoption 
by the parent rates and rating organi- 
zations committee. The report states: 

“The proposed reports heretofore 
prepared for your subcommittee’s con- 
sideration (the M1 report and the in- 
dustry report on it pro and con) have 
been the subject of intense study and 
controversy during the past year. They 
are the products of great effort by men 
conscientiously devoted to their tasks. 
Your subcommittee is cognizant of the 
problems involved. It is also cognizant 
that the laws of the several states on 
these matters are not identical and at 
this very time in some states are un- 
der administrative or judicial consid- 
eration. It is the subcommittee’s unan- 
imous view that, in lieu of adopting 
any report in the form heretofore pro- 
posed, the association position should 
be stated at this time in terms of gen- 
eral principle believed applicable to 
this field. 


Favors Vigorous Competition 





“Accordingly, it is reeommended that 
the NAIC now declare that it is in fa- 
vor of vigorous competition as to rules, 
rates and forms, subject to regulation 
by the states in the public interest, and 
that it supports the principle that af- 
filiation with a rating organization 
should not affect the freedom of an 
insurer to file independently any mul- 
tiple line package. 

“Upon final determination of the 
pending cases under judicial review 
in this field, your subcommittee will 
report its analysis of their import and 
effect.” 

(Explanation of M1 issue appears on 
page 5.) 


Old Problems Reappear At NAIC 
Annual At Boston; Hammel Elected 


thing, either this year or next. Hugh 
L. Tollack is the executive secretary. 

One of the more definite subcqom- 
mittee reports printed and ready at 
press time for the eager industry peo- 
ple to absorb was that on future 
meeting sites. This lists the 1959 mid- 
year for Miami Nov. 30-Dec. 4, the 
1960 annual for San Francisco May 
30-June 3, the 1960 midyear for New 
York Nov. 28-Dec. 2 and the 1961 
annual for Philadelphia June 4-9. 

At the first plenary session Tues- 
day morning, the host commissioner, 
Otis Whitney, introduced Gov. Fur- 
colo of Massachusetts and Edward 
McLaughlin, president of the Boston 
city council, both of whom offered 
greetings. The response was given by 
Beery of Colorado. 

President Hammel introduced the 13 
commissioners new to NAIC since 

(CONTINUED ON PAGE 24) 


New Auto Plan Of 
Travelers Is Under 
Way In Nebraska 


An experiment in setting automo- 
bile rates according to the actual driv- 
ing record and age of the individual, 
as well as the use and average annual 
mileage of the automobile itself, will 

(CONTINUED ON PAGE 28) 





More Independents 
Endorse Regulation 


By State, Not U. S. 


Morrill Notes Competition 
In Casualty, Fire Improving; 
Hays Blasts National Board 


By HENRY C. HALLAM 


WASHINGTON—Five more witnes- 
ses were heard or heard from as the 
Senate subcommittee on anti-trust and 
monopoly continued its inquiry into 
insurance competition and state regu- 
lation. The witnesses represented in- 
dependent insurers. There has been 
some indication that Sen. O’Mahoney, 
who is conducting the inquiry, and 
Donald P. McHugh, subcommittee 
counsel, would start June 23 with wit- 
nesses from the fire rating bureaus, 
from companies that are members, and 
from organizations of such companies. 

Mr. McHugh put into the record a 
Federal Trade Commission volume 
containing the all-industry fire and 
casualty rating bills and analyses of 
state fire rating laws, including that of 
District of Columbia, which has come 
under the fire of several of the inde- 
pendents’ witnesses. 

Generally the five representatives of 
independents strongly endorsed state 
regulation and opposed federal control. 

Thomas C. Morrill, vice-president of 
State Farm Mutual Auto and State 

(CONTINUED ON PAGE 16) 





The first sets of books collected by Ne 
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w York City insurance companies for 


distribution in foreign countries as an activity of President Eisenhower’s pro- 
gram for people-to-people-partnership, are presented by insurance industry 
leaders to natives of four of these countries who are now employes of insurance 
companies in New York. Ten foreign countries have been selected to receive 
books collected during the “books abroad” drive which took place in 18 New 
York City insurance companies during the first week of June. 

Accepting the token book selections on behalf of the people in the part of the 
world in which they were born are, from left, Mrs. Tanni Cassouto of the Nether- 
lands and Miss Fe Bacani of the Philippines, both from the Atlantic Mutual 
companies; Miss Nilda Perez of Cuba, Chubb & Son, and Georges Omines of 


Belgium, Metropolitan Life. 


Making the presentations on behalf of the insurance industry are, from left, 
J. Dewey Dorsett, general manager Assn. of Casualty & Surety Companies; 
Boyd A. Hartley, administrative assistant National Board of Fire Underwriters; 
Frederic W. Ecker, president Metropolitan Life, and chairman of the insurance 
committee of President Eisenhower’s program for people-to-people partnership, 
and Holgar J. Johnson, president Institute of Life Insurance and chairman of the 
New York City insurance companies’ books campaign. 
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Zurich - American Marketing Is 


Geared To Tomorrow's Selling 


By JOHN N. COSGROVE 


(This is one in the series of articles 
on new marketing developments in 
insurance.) 


Business paper editors, convention 
speakers, and management consultants 
continue to urge agency company in- 
surers to revamp their marketing or- 
ganizations to meet competition. While 
their torrent of words has been frac- 
turing eardrums, Zurich-American has 
been going about organizing, setting 
up, and putting into operation a 
model marketing organization. Prac- 
tically everything abeut it meets the 
specifications of the commentators 
who have been chiding the business 
for its antiquated sales methods. Even 
the theme of Zurich-American’s pro- 
gram is significant—“‘Tomorrow’s Busi- 
ness Today.” 

This is not a one shot, short term 
type of drive for business. It is a sus- 
tained, long range and coordinated ef- 
fort. Definite goals and time tables in 
which to attain them have been es- 
tablished. The competitive weapons 
are already in the hands of the com- 
pany’s agents and sales personnel. The 
company doesn’t have blueprints; it 
has a marketing structure. 


List Factors Of Creation 


Initiative, courage, imagination and 
a clean break with tradition went into 
the creation of the plan. For example, 
the agency department—time hon- 
ored among all agency companies— 
went into the discard. In its place came 
the saies and marketing department. 
Its function includes sales analysis, 
agency development, and over-all pro- 
motion, aimed at developing premiums 
in all lines. In keeping with these ob- 
jectives, the field forces have become 
what they should be—sales represen- 
tatives. They have the primary duty 
of sales development. The load of in- 


cidental services which formerly oc- 
cupied much of their time has been 
shifted to other departments with 
specialists in each function. 

A sales and marketing department 
needs ideas. To spark the marketing 
effort, therefore, a sales analysis and 
promotion division was set up within 
the department. This unit includes a 
full-time market research analyst—a 
feature that is quite unusual in the 
business. The unit studies prevailing 
sales practices of competitors of all 


types, explores new marketing meth- 
ods, develops new forms and combi- 
nations of coverage, and, in the light 
of its conclusions, sets the sales goals. 

An ally of the sales and marketing 
setup is the new research and devel- 
opment department which pinpoints 
the geographical areas, specific fields 
of business and industry, and lines of 
coverage in which the company might 
reasonably expect to make an under- 
writing profit. Profit is the constant 

(CONTINUED ON PAGE 18) 





Indemnity Of North America’s New Auto 
Plan, Differences In Cover Are Analyzed 


Indemnity of North America is en- 
tering the economy automobile insu- 
ance field with its Champion policy. 
Its basic appeal is reduced rates and 
reduced commissions, reported in one 
state as 15% for the first year and 
10% on renewal. But there are also 
several coverage differences, some de- 
cidedly in favor of insured, but some 
reducing the coverage of the family 
automobile policy. 

Has Newsworthy Feature 


Undoubtedly, the most newsworthy 
feature of the Champion is that it of- 
fers a single limit of liability—strictly 
per accident, whether BI or PDL, 
and, in case of BI, without the special 
limit per person. 

The single limit, which was incor- 
porated in the comprehensive personal 
liability policy in the early 1940s, is 
something which students of insur- 
ance have felt should be in every lia- 
bility policy. Although a few insur- 
ers, such as the companies of Chubb 
& Son, have offered single limit poli- 
cies for some time—and although Na- 
tional Bureau offered, before World 
War II, a policy with a single limit of 
$1,000 (which was not successful), this 
is, for practical purposes, the first 





North America Building At Dallas 


North America has started construc- 
tion on a _ 25,000-square-foot office 
building in Dallas shown in an archi- 
tect’s sketch, below. It will house serv- 
ice operations for north Texas, Okla- 
homa and Arkansas. Cornerstone for 
the two-story structure, situated on a 
1.7-acre site at 7900 Empire Freeway, 
has been laid, the ceremony including 
the insertion of a time capsule. 

Participating in the cornerstone 
laying were four executives whose 
operations will be housed in the new 
building. O. W. Houston, fire and 
marine manager; A. H. Benjamin, 
casualty and bond manager; C. L. 
McCaw, life manager, and B. J. Mc- 
Carthy, claims and loss manager. 





Construction is scheduled to be 
completed about September 1. The 
new structure features aluminum- 


trim curtain walls in which glass 
window areas alternate with cad- 
mium red porcelain panels’ sepa- 
rated by structural columns finished 
in a sienna accent. Brick trim will 
be in mixed purple-to-brown hues. 
There will be an enclosed garden 
with a wall of cast stone and brick. 
The building will have _ year- 


around air conditioning, and the sec- 
ond floor will be served by elevator. 
Paved off-street parking for 95 auto- 
mobiles is being provided, with sepa- 
rate double driveways giving conges- 
tion-free entrance and exit. 


time the single limit principle has 
been used by a major company in the 
hotly contested automobile field. North 
America’s limit is strictly an over- 
all one. 

As to details, the Champion is 
broader than the family automobile 
policy of National Bureau on certain 
points but is more restricted on oth- 
ers. It does not cover—as does the 
family policy—utility | automobiles. 
These are light trucks not used for 
business purposes. The Champion does 
cover farm automobiles to the same 
extent that the family contract does. 
It does not provide the almost un- 
limited automatic coverage on newly 
acquired or replacing automobiles as 
the family policy does—a feature 
which, it is no secret, has caused plen- 
ty of trouble for underwriters and 
claim executives. Instead, the Cham- 
pion covers newly acquired and re- 
placing automobiles only if the insur- 
er is notified within 30 days after 
acquisition. In addition, the Champion 
covers trailers only against liability, 
but not against physical damage, un- 
less the trailer is specifically sched- 
uled. 

The Champion incorporates a num- 
ber of those features which have been 
used as selling arguments by many 
independent insurers and also by 
members of Hoosierland Rating Bur- 
eau in the “Indiana broad form” pol- 
icy. For example, the coverage of bail 

(CONTINUED ON PAGE 28) 


McConnell Renamed 
Commissioner Of Cal. 


Gov. Brown of California has rean- 
pointed F. Britton McConnell as insur- 
ance commissioner for a four-year 
term. Mr. McConnell has been in of- 
fice since February, 1955. He is a Re- 
publican and Gov. Brown is a Demo- 
crat. It was thought that the appoint- 
ment would go to a Democrat, and at 
one time the story was circulated that 
the choice was Edmund Cooke, an in- 
surance attorney of Los Angeles. 

The post of insurance commissioner 
is the last cabinet position to be filled 
by Gov. Brown. It is known he de- 
layed making his choice while he con- 
sidered giving the job, which pays 
$17,500 a year, to a Democrat from 
Los Angeles. 

Before becoming commissioner in 
1955, Mr. McConnell was viee-vresident 
and general counsel of Pacific Em- 
ployers. 
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Va. Group Puts Off 
Issue Of Accepting 
Agents Of Mutuals 


Elects Litts, Coiner, Rueger 
As New Officers; Hears 
Slawsby And Others 


By KENNETH O. FORCE 


WHITE SULPHUR SPRINGS, w 
VA.—More than 250 agents and com. 
pany men and their wives attende 
the annual meeting at the Greenbrie 
here of Virginia Assn. of Insurang 
Agents. Despite the attractions of th 
mountain resort hotel the crowd wa 
100 or so fewer than usual. 

The agents voted to table a proposal 
to accept mutual agents as member; 
and deferred indefinitely considera. 
tion of a change in the constitution 
to permit this. This leaves the grow 
open to agents of stock agency compa. 
nies only, of which it has 1,500 mem. 
bers. A similar proposal was voted 
down three years ago. Many state as. 
sociations accept representatives of 
both stock and mutual companies that 
operate on the agency system. 

Jay C. Litts of the Norton agency at 
Norton was elected president to suc- 
ceed G. Keith McMurran of Bowen & 
Co., Newport News. Hugh H. Coiner 
of the McCollum agency at Arlington 
was elected vice-president, and Wil- 
liam Rueger iil of the Norfolk-Jus- 
tice agency, Norfolk, secretary-treas- 
urer. J. Victor Arthur Sr. of Winchest- 
er was renamed state national direc- 
tor. 


New Directors 


New directors are Linwood G. Rob- 
inson of Henderson & Phillips, Nor- 
folk; George D. Griffith Jr. of Crowder 
& Holloway, South Hill, and C, P. 
Barger of Waynesboro. The new offi- 
cers were installed by J. W. Dillon, 


chairman of the state corporation 
commission. 
The Winchester association was 


awarded the Bernard P. Carter cup for 
outstanding performance among local 
boards. The cup is a presentation of 
the late Richmond general agent. John 
G. Goodwin of the Arthur agency won) 
Stock Fire Field Club’s award for the’ 
outstanding member of the associa- 
tion for the year. The Maryland Cas- 
ualty award for exceptional perform- 


(CONTINUED ON PAGE 15) 


Korman Files $1 Million 
Libel Suit Against 


Metropolitan Of Chicago 


A $1 million libel suit has been filed 
in Chicago by Clyde L. Korman, ex- 
ecutive vice-president of Fidelity Gen- 
eral of Chicago, against Metropolitan 
of Chicago and its president, John J. 
Fahrenbach. Mr. Korman’s suit is 
based in part on statements made ina 
suit in equity filed by Metropolitan 
against Mr. Korman, charging Mr. Kor- 
man had attempted to receive $330,000 
through misappropriation of funds 
when he was a vice-president of Met- 
ropolitan at the time it was known 4 
Highway of Chicago. The suit in equl- 
ty was dismissed last week but is stil 
pending as a lawsuit. 
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In the Limelight 


e For Individuals and Families 
e Guaranteed Renewable to Age 65 
e Level Premium. No Increase Because of Age. The Company Reserves 





Because of the Right to Change Premium Rates on Class Basis Only. 
These Features e First Day Coverage for Accident and Sickness 





In short, these features add up to quality. Genuinely 
new, unusual and liberal, they possess strong prospect 
appeal. Here are the facts: — 

Within the next twelve months, 500,000 American 
families will have hospital and medical bills that will 
equal or exceed their annual incomes. Another 
1,000,000 families will incur medical expenses equal to 
half their annual salaries. Basic medical or hospital 
insurance is not enough to meet these catastrophic ex- 
penses. The Employers’ now provides the solution... 
Guaranteed Renewable Major Medical Coverage. 


e $500.00 Deductible 

e Pays 80% of Covered Expenses 

e Pays up to $7500 for Each Accident or Illness 
e Special Conversion Privilege 


If you are an Agent who wants to be in the limelight, 
why not see for yourself how our new Guaranteed 
Renewable Major Medical Plan can help guard against 
today’s skyrocketing medical costs and at the same 
time increase your own Accident and Sickness writings 
appreciably? The entire sales approach has been de- 
signed to make it easier for the Agent to sell and for 
the buyer to buy. Of course, a special invitation 
is extended to Agents now representing The 
Employers’ Group . . . one of the few nation- 
wide, full-line life and property carriers. 


nme HMployers’ GrouP or insurance companies 


{ ire 110 MILK STREET, 
Sere BOSTON 7, MASSACHUSETTS 


The Employers’ Liability Assurance Corp., Ltd. « The Employers’ Fire Insurance Co. « American Employers’ Insurance Co. « The Halifax Insurance Co. of Mass, 


The Employers’ Life Insurance Company of America 
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Insurer Plundering, Weaknesses 


Of Regulation, Told ‘To O'Mahoney 


By KENNETH O. FORCE 


WASHINGTON—Not only did some 
of the testimony before the Senate 
anti-trust and monopoly subcommittee 
run to more than 50 pages, with ex- 
hibits and appendices, but witnesses 
were frequently interrupted with ques- 
tions which extended their appear- 
ances into hours. The subcommittee, 
under the baton of Sen. O’Mahoney, 
is making an inquiry into insurance 
competition and regulation. 

The first two witnesses, Ingolf H. E. 
Otto, general agent at Kansas City 
and former professor of insurance at 
University of Kansas City, and Robert 
H. Hedges, associate professor of fi- 
nance, of University of Illinois, were 
questioned frequently. 

Sen. O’Mahoney thought two or 
three things Mr. Otto brought out 
were “headline makers,” and they did 
catch the fancy of several newspapers. 
One was his description of the Louis- 
ville F.&M.-Inland Empire-Royal 
American-William Penn collapse as 
“deliberate plundering by professional 
company wreckers.” Ten companies 
finally were involved and destroyed, 
Mr. Otto charged. The wreckers knew 
what they were doing, he stated, and 
made a profit out of it. Are they still 
in business, Sen. O’Mahoney wanted 
to know. One, Mr. Otto replied, is still 
in Brazil and is still in business. 

“Will you prepare a written state- 
ment for us on this matter,” Sen. 
O’Mahoney asked. Mr. Otto said he 
would. Also comment on how states 
in which these companies operated 
dealt with the problem, Sen. O’Ma- 


honey added. At another point Mr. 
Otto estimated the loss to insured at 
$20 million as a result of the plunder- 
ing of these companies. 

Another part of Mr. Otto’s testimony 
that Sen. O’Mahoney characterized as 
“headline material” was his statement 
that the failure of the Inland Empire 
chain, a series of Texas insurers, 
notably Ins. Co. of Texas, and many 
small reciprocals and county mutuals, 
reflected one of the chief weaknesses 
of the present system of mixed and 
incoherent state and federal regula- 
tion. 


Cites Possible Manipulation 


If companies are “examined one at 
a time and at discreet intervals, he 
said, a person who controls several 
can manipulate sound assets so that 
when one company is examined, its 
finances will be in good order. But all 
of the other companies in the group 
may be insolvent. One capitalization 
serves for any number of companies, 
provided only that no two of them are 
examined at the same time, which he 
described as extremely unlikely. 

This is a very serious charge, Sen. 
O’Mahoney commented. He wanted to 
know if any corrective action had been 
taken in states in which Inland Em- 
pire companies became insolvent. 

“Not to my knowledge,” Mr. Otto 
replied. Was there any prosecution, 
Sen. O’Mahoney asked. Not in the In- 
land Empire series. Can this still hap- 
pen? None of the conditions have 
changed, was the reply. 

The condition of the companies that 
went broke was common knowledge 


among persons in the business long 
before they collapsed, Mr. Otto charged. 
He blamed state supervision for the 
insolvencies. That supervision deals 
too much with unimportant matters, 
too little with financial integrity; state 
departments are inadequately financed 
and weakly staffed. Regulatory laws 
in some states are unsatisfactory. 

The lest decade has seen an out- 
break of insurance scandals_ that 
equalled the worst of the 19th cen- 
tury, he said. 

Also, it is possible to manipulate 
or drain assets from companies by 
means of reinsurance, Mr. Otto tes- 
tified. A company may pay a large 
reinsurance premium to a_é second, 
which transfers it to a third, which 
passes it to a fourth. The money be- 
comes converted into low quality se- 
curities at par and so passes into the 
hands of the unscrupulous promoter 
or company wrecker. 

He characterized the commission- 
ers’ examination system as one of state 
regulation’s great weaknesses. De- 
signed to protect public and policy- 
holder by safeguarding the stability 
of insurer, in action it not infrequent- 
ly contributes to the insurer’s collapse. 
This is because the insurer being 
examined is charged the full cost of 
the examination. 


Bad Effects Of Examination 


The effects of the practice are par- 
ticularly bad when the examination 
is most needed and most protracted, 
when the insurer is newly organized 
or is financially straitened, Mr. Otto 
observed. A small company newly or- 

(CONTINUED ON PAGE 29) 
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The early history of publishing in 
New England is a saga of patriots relying 
on the printed word on the one hand, and 
the flintlock rifle on the other, to defend 
the principles in which they believed. This 
same sense of dedication to the principles of 
the American Agency System today guides 
the Peerless Insurance Company in providing 
modern multiple-line coverages in the 
Bond, Fire, Accident & Health,and Casualty fields. 
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Fireman’‘s Fund 
Introduces New 
Credit Account Plan 


Fireman’s Fund group has intro. 
duced nationwide its new premium 
credit arrangement it has designated 
as credit account plan, or CAP. 

The plan is a contract for payment 
of total premiums over a fixed periog 
of time. The producers retain contro] 
of renewals. Under four separate budg- 
et arrangements, premiums are di. 
vided equally into 10 monthly pay. 
ments, 30 monthly payments, 10 quar. 
terly payments, or three annuals, All 
payments are equal except a small 
down payment which does not include 
a budget charge. 

The producer collects the initial pay- 
ment and the installments are mailed 
by the insured direct to the company, 
Bookkeeping is done by electronics, 

Up to four separate policies may 
be included in each CAP agreement, 

CAP provides full term commission 
immediately. 


Calls Public Hearings On 
Revising Cal. WC Rates 


Commissioner McConnell of Califor- 
nia has called public hearings in San 
Francisco June 26 and in Los Angeles 
June 30 to consider proposals for 
changes in workmen’s compensation 
classifications and rates. The changes 
have been submitted by California 
Inspection Rating Bureau. 

In a summary Commissioner McCon- 
nell points to: 

Individual changes in minimum 
rates indicating a 1.2% over-all aver- 
age decrease. This change in rate 
level is based upon experience and is 
exclusive of the effect of pending 
legislation which would increase com- 
pensation _ benefits and __s pending 
changes in the official minimum med- 
ical fee schedule now being considered 
by Industrial Accident Commission. 

The Bureau says that if pending leg- 
islation is enacted and changes are 
made in the medical fee schedules, it 
will have to amend its filing to pro- 
vide for increases in benefits and 
costs. The legislature has already in- 
dicated approval of high benefits and 
by the time these hearings are called 
the legislature will have completed its 
session—and Gov. Brown is expected 
to approve higher benefits. 

The Bureau estimates that if the 
higher benefits are enacted, the effect 
will be an average increase of 14.8% 
and if the suggested changes are made 
in the medical fee schedule, there will 
be an additional increase of 3%. 


Marine Group Elects 

American Cargo War Risk Reinsur- 
ance Exchange elected W. Irving Plitt, 
Atlantic Mutual, chairman to succeed 
William A. Bonner, Chubb & Son. 
Other officers are Harold Jackson, 
William H. McGee & Co., vice-chair- 
man and George Inselman, Marine 
Office of America, deputy vice-chair- 
man. 

Miles F. York, Atlantic Mutual, was 
elected chairman of the executive 
committee. Frank B. Zeller, Royal- 
Globe, was elected chairman, and 
Thomas M. Torrey, North America, 
vice-chairman of the underwriting 
committee. Henry A. Klahre, Chubb 
& Son, was reelected chairman and J. 
G. Trice, Talbot, Bird & Co., deputy 
vice-chairman of the loss committee. 
John T. Byrne, Talbot, Bird & Co, 
was reelected chairman of the finance 
and audit committee. 
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Mutual Bureau To 
Act On Ways To Meet 
New Auto Situation 


Recent actions of other rating or- 
ganizations and developments in the 
automobile business generally have 
caused the governing committee of 
Mutual Insurance Rating Bureau to 
appraise the arrangements by which 
the bureau will, under changed condi- 
tions, continue to be of maximum serv- 
ice to members and subscribers and 
best enable them to serve the insuring 
public. 

Greater flexibility in meeting the 
requirements of individual insurers 
calls for carefully drawn principles and 
procedural rules; consequently, the 
governing committee will meet again 
June 24 to consider the situation and 
make recommendations to members 
and auto subscribers. Both members 
and subscribers will be invited to a 
meeting to be held as early as possible 
in July. In the meantime, the bureau 
has advised members and subscribers 
that have a critical problem to com- 
municate with the general manager. 


Pa. Mutuals To Merge 

Directors of Perkiomen Mutual and 
of Pennsylvania Mutual have agreed 
to affiliate, subject to approval of 
policyholders and of Commissioner 
Smith. The combined operation would 
be known as Pennsylvania Mutual, 
with principal offices at Collegeville, 
Pa. 

Combined assets of the companies at 
Dec. 31, 1958 were $1,583,438, and 
combined policyholders surplus was 
$899,450. 
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Rumors Rampant On 
Subcommittee’s M-1 
Report To NAIC 


From the standpoint of importance to 
state regulation, the biggest matter on 
the agenda of the annual meeting of 
National Assn. of Insurance Commis- 
sioners this week at Boston was the 
report of the M1 subcommittee. This 
has to do with statistical, rating and 
filing problems of multiple line con- 
tracts. It is a subject which the U.S. 
Senate anti-monopoly subcommittee 
under O’Mahoney of Wyoming is treat- 
ing in painful detail. 


Issue Is Complicated 


The issue is complicated and is, in 
fact, not clearly understood by many 
of those responsible to pass on it. The 
industry is divided sharply along the 
lines of independents vs bureau. Twice 
in the last year NAIC has postponed 
coming to a decision. At press time 
this week the report of the subcom- 
mittee was not available, it being in 
the process of getting the most careful 
writing and editing. Rumors, however, 
as to what the report would contain 
are widespread. 

In the matter at issue, the handling 
of multiple line, or more particularly 
package policies, the bureaus take the 
stand that package policies are com- 
prised of separate lines of insurance 
put together under a single policy but 
still subject as components to the rat- 
ing and filing procedures as prescribed 
for each line. The independents take 
the view that package policies are 
something special and can be treated 


as single, separate insurance con- 
(CONTINUED ON PAGE 12) 














AREN’T PEOPLE FUNNY? 

Many people believe that an underwriter’s 
primary concern on receiving word of a loss 
is to think up ways of avoiding it. This is as 


far removed from reality as describing a 
| 
banker as a man who hates to lend money. 
' 
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AGENCY MANAGERS LIMITED 


BEN D. COOKE—PRESIDENT 
102 MAIDEN LANE e NEW YORK 5, N.Y. 


CASUALTY REINSURANCE UNDERWRITERS 
FOR THIS POOL OF COMPANIES 


THE NORTHERN ASSURANCE COMPANY, LTD. 
CITIZENS CASUALTY COMPANY OF NEW YORK 
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YOUR REINSURANCE NEEDS RECEIVE 
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Pennsylvania Lumbermens Wins Case 


Involving Insured’s Choice Of Cover 


A case in which Anchor Lumber 
Corp., Anchor Sales Corp. and Anchor- 
Bilt Products Inc., affiliated compa- 
nies, sued Pennsylvania Lumbermen’s 
Mutual and the latter’s field inspec- 
tor and solicitor, Newton B. Morrell 


Jr., has been decided in favor of the 
insurer and Mr. Morrell in U.S. dis- 
trict court at Brooklyn. 

The plaintiffs 


sought $46,764 by 


reason of underinsurance in_ that 
amount established as the result of a 
fire in one of their lumber yards on 
July 4, 1953. The sum was the dif- 
ference between the $65,000 face 
amount of the policy collected from 
the insurer and $111,764 which plain- 
tiffs asserted was the actual loss. 
Plaintiffs held that the latter figure 
would have been payable if the com- 


pany had issued a blanket policy in- 
stead of two policies, each covering a 
separate lumber yard. Since the fire 
occurred in but one lumber yard, the 
loss was paid under the applicable 
policy. 

The claim against the insurer and 
its field inspector was based on the 
fact that about 1950, the plaintiffs 
elected to cancel 30 or more fire pol- 
icies issued by 18 companies and cov- 
ering buildings, sheds and contents in 
separate lumber yards, and to con- 
solidate their coverage with Pennsyl- 
vania Lumbermen’s Mutual. This was 





YOU can sell more business prospects 








with 


HOME’S REPORTING FORM INSURANCE! 


Show your business prospects how to get full inventory protection at a cost based 
On average inventory value and watch your list of business clients grow! 

The Home's Reporting Form Insurance can do just that for you. It's equally 
effective in underinsured and overinsured situations . . 
the option of pay-as-you-go, with The Home's great, new THICO premium 


payment plan! 


Your Home Fieldman has all the information and material you need to build your 
business with business clients. Call him today and ask him about the 5 STAR PLAN! 


Grsurance Company 


Property Protection since 1853 


Tee HOME 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


. and your prospect has 
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allegedly done in reliance upon the 
company’s advertised ability to provide 
the most adequate coverage for the 
particular needs of the lumber busj- 
ness. Plaintiffs asserted that Mr. Mor. 
rell offered blanket insurance to them 
covering one or more locations but 
stated that this would be available 
only upon the basis of monthly re. 
ports to the company setting forth 
the values in the several lumber yards, 
The insurer and Mr. Morrell denieq 
that any such statement was made. 


Insurer’s Contentions 


The insurer contended, and the jury 
subsequently found, that Mr. Morrelj 
discussed on various occasions with 
Sol R. Kaplan, plaintiffs’ president, aj 
policies that were available to lumber 
dealers and therefore to plaintiffs, ang 
also fully explained the scope of coy- 
erage of each policy, including blanket 
insurance on a non-reporting basis 
covering one or more locations. The 
insurer further contended that Mr. 
Kaplan, a former practicing lawyer 
and an experienced lumber dealer, 
studied the entire situation at consid- 
erable length over a period of several 
months before arriving at any decision 
and finally decided to place his insur- 
ance with Pennsylvania Lumbermens 
Mutual, requesting that his companies 
be furnished with a separate policy of 
insurance covering stock, etc., at each 
location. The insurer also argued that 
the proximate cause of the loss in ex- 
cess of $65,000 was the plaintiff’s own 
carelessness in failing to maintain 
the proper amount of coverage at the 
location where the fire occurred, and 
knowingly placing over $111,000 in 
values at a location where plaintiffs 
knew that only $65,000 coverage was 
in force. 

Testimony at the trial convinced th: 
jury that Mr. Kaplan told Mr. Morrell 
that he was fully cognizant of the val- 
ues of stock, etc., at each location at 
all times and would ordinarily be in 
a position to increase or decrease the 
amount of insurance at each loca- 
tion as the need arose. This was sub- 
sequently attested to by the fact that 
Mr. Kaplan had admittedly caused 
the amount of coverage upon the stock, 
etc., at the several locations, including 
the location involved in the fire, to be 
increased or decreased on various 0c- 
casions prior to the fire. 

Coverage at the location involved 
in the loss was increased from time to 
time up to about May, 1952 from 
$10,000 to $65,000, but for some un- 
explained reason plaintiffs failed to 
increase the amount of coverage sub- 
sequent to May, 1952, although Mr. 
Morrell made inquiries of Mr. Kaplan 
subsequent to that date as to the ade- 
quacy of the coverage. Mr. Morrell 
was assured that the insurance was 
sufficient. 


Court’s Instructions 


The court stated in its charge to the 
jury that plaintiffs were not suing the 
insurer for breach of contract, since 
no contention was made that the in- 
surer failed to pay a loss under the 
policy. Fire insurance viewed as 4a 
commercial commodity is not new or 
mysterious, the court continued. The 
New York law has for many years 
provided standard forms of fire pol- 
icies. Anyone who contracts for cover- 
age is apprised by law of the under- 
taking of the insurer as to the form 
and contents of its contract. The law 
informs him of what he is entitled 
to exact in exchange for the premium. 

Since the insurer was dealing with 
a business enterprise and not an in- 
surance broker, its duty to disclose 

(CONTINUED ON PAGE 26) 
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>» Look for this advertisement in 
THE SATURDAY EVENING POST 
of June 27th. Producers are invited to 
use the artwork and text in their own 
advertising. Ask the Great American 
fieldman in your area for details, 
or write directly to the Company. 





Rising Costs Take Big Slices 





From Your Insurance Protection 


Home building costs have risen 145% in the 
past 18 years. As a result, more than half your 
home may now lack insurance protection 
if you have failed to keep your coverage 
up to date. Avoid needless risk. See a 
Great American agent, or your insurance 
broker, without delay. 


> Great American’s Premium Payment Budget 


4 
KG 
' 


, I ps your home and contents— pay in easy install- 


Plan makes it easy to get full protection, for 


ments—monthly, quarterly, semi-annually, 
annually. Investigate its advantages now. 





GREAT AMERICAN 


INSURANCE COMPANY 


FIRE ° MARINE ° AUTOMOBILE . CASUALTY ° SURETY 
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Fireman’s Fund Shifts 
Six In Marine Posts 


Fireman’s Fund _ has _ transferred 
Robert E. McDonnell, marine super- 
intendent at Kansas City, to a similar 
post at Chicago. He is succeeded at 
Kansas City by David Blackmer, for- 
merly marine special agent in south- 
ern California. 

Jerome R. Geddeis, marine special 
agent at Milwaukee, has been named 
marine superintendent at Minneapolis, 
and George Colburn Jr. succeeds Mr. 
Geddeis at Milwaukee. Named senior 
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inland marine underwriter at Chicago 
is John Pecen, formerly production 
underwriter at Cleveland. Bruce Jar- 
ard, marine underwriter at Chicago, 
has been promoted to marine special 
agent at Memphis. 

A Pennsylvania bill which would 
continue existing rules that prohibit TV 
stations from advertising any insurer 
not licensed in the state, and from using 
any false or misleading advertising 
from any insurer licensed in the state, 
has passed the legislature and been 
sent to the governor for signature. 


Kemper Names Luthy, 
Edwards To New Posts 


Kemper companies has named Mar- 
tin P. Luthy Jr. production manager 
at Summit, N. J., succeeding Luther 
F. Edwards Jr., who has been trans- 
ferred to the staff of eastern depart- 
ment Manager William H. Heineke. 

Mr. Luthy joined the Kemper or- 
ganization in 1951 and has been on the 
home office agency production staff 
since 1954. Mr. Edwards has been with 
Kemper since 1940. 

New senior executives named are 





Something missing. Reminds us of a multiple line insurance agency which writes substantial life busi- 
ness and does virtually everything a general agent does—except get a general agent’s commissions. 


If this describes your agency, why let it? Especially if you can qualify as a Postal Life General Agent 
and make more from each dollar’s worth of life insurance sold, regardless of volume. 


Here are the qualifications: You have successfully operated your general insurance agency for five years 
in the same community, writing a sizeable volume in life. This community has a population of less 
than 125,000 and is in Connecticut, Delaware, Illinois, Indiana, Maryland, Michigan, New York, Penn- 








sylvania, Virginia or District of Columbia. 


‘So far so good? Now, here’s what Postal can do for you: 


@ Give you a top General Agent’s Contract. 
This status assures you higher commis- 
sions, fully vested renewals, and you can 
easily qualify for continuous service fees. 


ance, 


If you are interested in becoming part of the continuing Postal Life success story — and in making 
the life segment of your business mean what it should to you— do this today: Write, in complete 
confidence, to Donald L. Smith, Director of Agencies, and tell him about yourself and your agency. 
It may well be the wisest business move you've made since you opened your own agency. 


L LIFE 


_Preswrance Compan 


@POSTA 


Give you up to $10,000 free group insur- 


Give you an allowance for expenses as 
they relate to the life end of your business. 


policy 


Give you flexible underwriting with indi- 
vidual consideration on your cases. 


years. 





511G FIFTH AVENUE, NEW YORK 17, N. Y. 


@ Give you a complete range of first-rate 


Postal’s general agents broke all sales rec- 
ords in 1958. 


Give you an association with a New York 
company 54 years strong in the life insur- 
ance industry ... 
its general agents, who have quintupled 


Postal’s insurance in force in the past 10 


contracts ... the line with which 


a company oriented to 





GrorcE Kotopny, President 
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James E. Boyce, manager data process. 
ing; James J. Levis, underwriting ex. 
ecutive department; Vincent P. Sum. 
merfield, claim supervisor, and My, 
Luthy. 

Appointed junior executives are 
Leonard G. Kemp, head of underwrit. 
ing analysis; Willard T. Roy, in charge 
of boiler underwriting; Arthur J, 
Stukhart, bond and burglary under. 
writing supervisor, and Louis P. Vozza, 
head of underwriting service. 


Saturday Evening Post 


Explains High Auto Rates 


“Why Auto Insurance Costs § 
Much,” an article by Arthur W. Baum 
in the June 6 Saturday Evening Post, 
gives a clear explanation, in layman's 
language, of why today’s motorist pays 
an all time high for auto liability coy. 
erage. Because of “reckless teenagers 
and immature adults,” liability rates 
have increased 69% in the last 10 years, 
the article explains. 

It points out that class 2C drivers 
hold 14% of all licenses but are in. 
volved in 28% of all accidents and 
31% of fatalities. Until the public be- 
comes aroused and demands up-to- 
date traffic laws and their enforce- 
ment, the $5 to $7 billion annual cost 
of traffic accidents will continue to 
climb. Building a good case for higher 
insurance rates, the author suggests 
that it would be ironic if a pinch in the 
purse is the factor that finally moves 
the public to action in halting auto acci- 
dents and removing incompetent driy- 
ers from the highway. 


Agents Ask Pa. To Reverse 


Auto Dealer-Agent Ruling 


Blair County (Pa.) Assn. of Insur- 
ance Agents has asked Pennsylvania’s 
supreme court to reverse the Blair 
County court decision which held that 
automobile dealers may write insur- 
ance without violating the anti-rebate 
law. 

H. F. Dowling, attorney for the asso- 
ciation, told the court that the agents 
feel it is a captive business when auto 
dealers become agents and function in 
dual capacities by writing coverage on 
the vehicles they sell. He contended 
that auto dealer agencies get rebates 
in the form of commissions because, in 
effect, they are insuring their own 
cars, due to the fact that ownership 
does not pass to installment plan pur- 
chasers until the vehicle is paid for. 


Most Md. Fire Rates Down 


Maryland has revised fire rates with 
resulting decreases on most classes. 
The changes, effective June 1, do not 
apply to minimum rated risks. 

Fire resistive dwelling rates are re- 
duced 30% and contents 15%, whether 
written together or separately. Apart- 
ment building rates, with or without 
mercantile occupancy, are down 25% 
for brick and frame and 30% for fire 
resistive. Apartment household con- 
tents rates in the two divisions are 5% 
and 15% lower. 

Mercantile building rates are up 30% 
for brick and frame and 10% for fire 
resistive for most occupancies. Office 
and bank building rates in the two 
categories are down 20% and 35%. 
Brick and frame manufacturing build- 
ing rates are generally down 10% with 
no change for fire resistive. 


Johnson Named At Detroit 
Continental Casualty has named 

Donald F. Johnson manager of general 

liability underwriting at Detroit. 
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The Pioneer Organization 


COATS & 
BURCHARD 


COMPANY 


APPRAISERS 





4413 Ravenswood Avenue 
Chicago 40, Illinois 


® Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 


® Depreciation Studies 
® Property Ledgers 





FeNATIONAL UNDERWRITER 9 


Pacific Employers Has 
Number Of Changes 


Pacific Employers has made a num- 
ber of changes among its executives 
and field men. Newly appointed as 
resident vice-presidents in California 
are Robert E. St. John, Pasadena; M. 
E. McFarland, Fresno; M. M. Thorn- 
ton, Sacramento; John J. MclIntrye, 
San Diego, and Robert K. Meyer, Oak- 
land. The first three men have been 
managers of their respective offices. 
Mr. McIntyre was previously a spe- 
cial agent at Los Angeles and Mr. 
Meyer a home office representative of 
Meritplan in northern California. 

Stanton Haight, newly elected vice- 
president, continues in charge at San 
Francisco, as does Resident Vice- 
president Joseph C. Reilly at Los An- 
geles. The latter office has been en- 
larged through consolidation of the 
metropolitan and Wilshire offices. J. 
V. Valla, resident vice-president, has 
been transferred from Wilshire to take 
charge at Long Beach. 

James W. Taylor has been named 
resident vice-president at Atlanta, W. 
R. Van Nortwick, Newark; Clyde H. 
Cole, Oklahoma City; Ray L. Green, 
Denver; Swan Pierson, Seattle, and N. 
B. French, Dallas. 

R. G. Waters of Houston has been 
elected a vice-president, and R. H. 
McDill, Kansas City, and Eugene F. 
Plauche, Nashville, have been named 
resident vice-presidents. 

L. W. Gay, Victor Diaz, Robert Gies- 
dorf and Charles Seiler have been 
named underwriting managers in that 
order at Los Angeles, Pasadena, San 
Diego and Fresno. 

Pacific Employers is in an “all-out” 
effort of production assistance on be- 
half of its agents and brokers, the 
new assignments being a part of this 
program. 


Fireman's Fund Offers 


Homeowners Sales Chart 


Fireman’s Fund has produced visual 
aid charts to promote the sale of 
homeowners policies. The charts will 
be distributed to producers on a share- 
the-cost plan. Heretofore, the Fund 
has distributed sales aids without 
charge, but the homeowners chart is 
an elaborate and expensive item, al- 
though the cost to producers will be 
at a minimum. 

The illustrated chart depicts the 
many perils a homeowner is con- 
fronted with and carries the prospect 
step by step to the point of sale. It is 
designed as a permanent selling tool. 


Carl Cichon Promoted 


Carl S. Cichon has been promoted to 
superintendent of the multi-peril de- 
partment of the inland marine divi- 
sion of America Fore in the western 
department at Chicago. 

Mr. Cichon joined America Fore in 
1948 as a trainee in the inland marine 
department. He was promoted to ex- 
aminer in 1950 and assistant superin- 
tendent in 1955. He is a past president 
of America Fore Examiners Club and 
currently is purser of the Mariners 
Club of Chicago. 


San Francisco Women Elect 

Mrs. Ella Fernbach, Hartford Fire 
group, has been elected president of 
San Francisco Insurance Women’s 
Assn. Other officers elected are Jean 
Wetherbee, and Hecla McCurdy, vice- 
presidents; Gerdes McCart, recording 
secretary; Phyllis Rose, corresponding 
secretary; and Barbara Drolet, treas- 
urer. 


TO EVERY 
INSURANCE COMPANY 
PLAGUED 
BY EXORBITANT 
CLAIMS EXPENDITURES 
ON AUTO TOPS 
AND INTERIORS 


Rayco Announces 


a New, 5-Point Claims Adjustment Plan 





OW-—a national organization that helps you slash losses 

due to exorbitant claims settlements! Rayco—America’s 
foremost specialist in convertible tops and car interiors—has 
developed a unique program (already serving many leading 
insurance companies) that offers price schedules on a market- 
by-market basis! Here's how it guarantees all-around satisfac- 
tion when you send your claimants to Rayco: 


1 GUARANTEED CLAIMS PROTECTION 


Rayco posts retail prices in every store for all to see. In addition, a special 
insurance price list is available to any insurance company, agency or adjust- 
ing firm. 


2 FASTER, BETTER SERVICE 
Rayco’s speedy, “while-you-wait” service and attractive surroundings make 


the minimum waiting period more pleasant. Your customer leaves Rayco 
completely satisfied! 


3 GUARANTEED MERCHANDISE AND WORKMANSHIP 


Your customer receives quality merchandise and Rayco’s guarantee relieves 
you of further claims (and reduces the possibility of additional invalid 
claims) on the replaced and repaired items. 


4 CONFIDENCE AND SATISFACTION 


Your customers know Rayco and have confidence in our merchandise. And 
millions are already satisfied Rayco customers. 


5 RAYCO’S INTEGRITY 


Rayco offers you this priceless “plus”—the integrity of a national organiza- 
tion, 150 stores strong. It’s your assurance of quality merchandise, quick 
service, equitable prices, dependability, and, above all, customer satisfaction. 








Informative Material Available To: 
Home Office Executives 
Local Office Executives 
Agencies and Adjustors 


RAYCO 


COAST-TO-COAST 
Send for our eye-opening Price 
Schedules and descriptive booklet, 


“Rayco Doilar-Saver Insurance Plan” 





220 Straight Street 


Write to Rayco, 220 Straight St., Paterson 1, New Jersey 


Paterson 1, N. J. ATT: INSURANCE DEPT. 
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State Farm In Regional, 
Home Office Changes 


State Farm Mutual Auto has pro- 
moted Stanford Schneider, assistant 
state director for Illinois, and A. L. 
Seckinger Jr., assistant state director 
for Georgia, to regional agency direc- 
tor in the home office, and Harold D. 
Poole, divisional claim superintendent 
in the midwest regional office, to gen- 
eral claim superintendent in the home 
office. 

In connection with the management 
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Ore., Lloyd J. Larson, assistant Ore- 
gon state director, will become agency 
director for Montana and northern 
Idaho, and Harrison Carr, 
Washington state director, will be- 
come agency director for Washington. 
Russell H. Price, assistant Missouri 
state director, has been named agency 
director for Oregon; Myron E. Smith, 
Oregon state director, will be director 
of education and training at Salem, 


Francis H. Mack, Montana state direc-. 


tor, superintendent of agency records 


at Salem; and Douglas Ewen, admin-' 


istrative assistant there, director of 


assistant. 


internal control. 

State Farm F.&C. has appointed C. 
E. White, underwriting superintendent 
at Berkeley, Cal., to acting regional 
fire manager at Salem; James E. 
Goodrich, underwriting superintend- 
ent at Bloomington to acting regional 
fire manager at Lincoln, Neb., and 
Andrew L. Driggers, loss superintend- 
ent at Jacksonville, to acting regional 
fire manager at Birmingham. 

Buffalo has elected Charles E. Die- 
bold, president of Western Savings 
Bank of Buffalo, a director. 





decentralization program at Salem, 


4 


The speedy and efficient 


manner in which the fire 
in our plant was detected 
and extinguished left 
nothing to be desired. 


Purchasing Agent 


ARTISAN METAL WORKS COMPANY 















Cleveland, Ohio 


.... protects its property 


—gets better 


FIRE and BURGLARY protection 
saves 2,500 a year 


Mr. Ford’s statement reproduced above refers 
to a fire which started on a workbench at 5:46 
p.m. on January 22. Instantly detected and 
reported to the fire department by ADT -Aero 
Automatic Fire Alarm Service, the blaze was 
promptly extinguished by Cleveland fire 
fighters. 

One of the country’s leading sheet-metal fab- 
ricators, Artisan Metal Works Company must 
maintain steady production to supply its cus- 
tomers with specially built calfinets for elec- 
tronic and mechanical equipment. And to guard 
against interruption by fire and other hazardous 
conditions, the company’s 60,000 square feet 
of factory space is protected automatically 
by ADT. 

Aero Automatic Fire Alarm Service stands 
constant guard to warn of fire and summon fire- 





Executive Office: 


fighting forces. ADT Burglar Alarm Service 
detects unauthorized entry and automatically 
summons police. ADT Heating Supervisory 
Service automatically detects and reports dan- 
gerous variations in temperature. In all cases, 
ADT provides regular inspections, tests and 
complete maintenance of its equipment. 

Company officials report that this superior 
protection saves $2,500 a year over the cost of 
hourly patrols. 


Moy we show you what ADT cam do tov you? 


An ADT specialist will show you how the 
right combination of automatic services can 
save you money and give better protection for 
property, profits and employees’ jobs. Call our 
local sales office if we are listed in your phone 
book, or write t6 our Executive Office. 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 


New York 13, N. Y. 


A NATIONWIDE ORGANIZATION 


155 Sixth Avenue °* 
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Anchor Casualty To Be 
Separate Operation 


Anchor Casualty, which was ag. 
quired by Agricultural, will continye 
to operate as a separate company. 

Although Anchor will operate under 
its own board, its president, T Parker 
Lowe, and President R. G. Horr of Agri. 
cultural will hold seat’s on each oth. 
er’s boards. Agricultural Vice-Pregj. 
dents H. M. Tomlinson and E. J. Dick. 
ey Jr. will head Anchor’s finange 
committee and executive committee 
respectively. 

Both companies write similar lings 
although Anchor’s principal experience 
has been in casualty and Agricy). 
tural’s in fire. Geographically, 809, 
of the St. Paul insurer’s business jy 
west of the Mississippi, while Agri. 
cultural’s is largely east of the river, 


Kloth With Fla. Agency 


Louis Kloth has joined Inter-Ameri- 
can Insurance, Miami agency, as man. 
ager. Mr. Kloth was formerly president 
of J. T. Ross, New York excess and 
surplus line brokers and correspond. 
ents for Lloyds and other British jp. 
surers. More recently, he had bee, 
resident vice-president of Gibraltar 
Fire & Casualty, Columbia, S. C. 


New Non-Approval Form 


Issued In Arkansas 


LITTLE ROCK—Arkansas Inspec. 
tion & Rating Bureau has introduced 
a completely new, redesigned non- 
approval form for criticisms of policy 
cancellations. 

The new form, intended as a time. 
saver for the Bureau in issuing criti- 
cisms, lists by number some 12 of the 
most common errors generally found 
by the Bureau audit division in policy 


cancellations. Instead of writing out | 
the full criticism as it is done in the | 


present form, the error hereafter will 


be simply indicated by a single nun- | 


ber, referring to the list of errors pre- 
printed on the new form. For unusual 
situations where a number of detailed 
instructions are to be given, the non- 
approval will be typed in full as here- 
tofore in a space provided at the bot- 
tom of the form. 

The Bureau plans also to redesign 
its general non-approval form along 
the same lines when its present supply 
of these forms depleted. 
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CLIENT CASE STUDY 


Locating a Running Mate 


We have arranged affiliations 
of fire and casualty insurance 
companies into one homogen- 
eous organization. Can we aid 
you in locating an insurance 
company which will comple 
ment your organization to 
provide true multiple line 
services? Inquire without 
obligation. 
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Special Arbitration Program In NYC— 
Its History, Purpose, And Progress 


By BERNARD L. HINES Jr. 


Assistant to Manager, 
Claims Bureau, 
Assn. of Casualty & Surety Companies 


How would you resolve this prob- 
lem? 

One insurer has premises liability 
coverage on a financially responsible 
insured; another insurer has the auto- 
mobile coverage on the same insured. 
An accident occurs while insured’s 
truck is being driven over a private 
road on insured’s premises. An em- 
ploye of an independent contractor is 
seriously injured when a large steel 
plate falls on him while he is riding 
on the bed of the truck. The possibility 
of a heavy verdict looms if a jury does 
not regard favorably a defense based 
upon contributory negligence. With 
due consideration for the merits of 
this defense, the plaintiff agrees to 


accept $12,500 in full settlement of 
his suit. 

Both insurers agree that with all 
factors equal, the settlement figure is 
equitable, but neither can agree as to 
which should pay all or part of the 
loss. Each feels the other responsible. 
One asserts that liability does not stem 
from loading or unloading, but rather 
from negligent maintenance of the 
roadway; the other feels with the same 
conviction that the accident resulted 
from improper loading of the vehicle. 
Also offered was the allegation that 
aside from a question of loading or 
unloading, the proximate cause of the 
accident was the negligent operation 
of the vehicle without regard for the 
open and obvious condition of premises. 

Several solutions presented them- 
selves. 

The insurers could let the matter 
proceed to trial and have a jury decide 
the issues. If this method were selected 


then the insurers would not only de- 
fend the suit on the plaintiff's contrib- 
utory negligence, but would be work- 
ing against each other on the issues of 
negligent operation of the vehicle and 
negligent maintenance of the premises. 

A second alternative would be for 
the insurers to agree between them- 





1) 


selves as to proportionate share each 
should carry. But, on this they had 
reached an impasse. 


Voluntary Arbitration Plan 


Fortunately, when the problem arose 
a third alternative was present in the 
form of the special arbitration agree- 
ment to which both companies were 
signatories. 

Before going into other examples of 
cases resolved through the facilities of 
this program, it might be well to re- 
view its history and to cover the 

(CONTINUED ON PAGE 22) 
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The Key To Greater Profit 


This year for the first time thousands of agents 
and brokers will write excess and surplus line 
coverages for their clients. They will enjoy a 
new experience. 


















Entry into this new field of production and 
profit will establish for many producers a perma- 
nent, lifetime association with the special risk 
market — give them new tools and broader scope 
in their ability to handle larger risks. 

Bowes & Company welcomes those agents 
and brokers who seek new opportunities in 
expanding their present sales volume. It offers 
every facility, every means of cooperation to 
establish a permanent, life-time relationship. 

Both large and small producers will find 
Bowes & Company the key to greater profit. 
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*“VACATIONER” 























Continental Casualty’s New Family Vacation Plan pro- 
tects husband, wife, and all their unmarried children from 
14 days to 19 years old. It’s all done with one app, one 
policy, and one premium! 

















Your clients will appreciate your providing this all-family 
coverage because it gives 24-hour-a-day protection any- 
where in the world and can be written for periods ranging 
from 3 days to 6 months. 


Thanks to the “‘Vacationer” our producers are finding that 
there is no summer sag in sales. If you’d like to learn more, 
see your nearest Continental General Agent or Branch 
Office. 


CONTINENTAL CASUALTY COMPANY 









A Member of the Continental-National Group 
HOME OFFICE: Chicago, Illinois 


CONTINENTAL ASSURANCE COMPANY 
NATIONAL FIRE OF HARTFORD 
TRANSPORTATION INSURANCE COMPANY 
TRANSCONTINENTAL INSURANCE COMPANY 
Family Plan Not Available in New York State 
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Rumors Rampant On NAIC M-1 Report 


(CONTINUED FROM PAGE 5) 


tracts. The latter position is taken 
also in the famous M1 report con- 
structed by department technicians 
for adoption by NAIC as a guide to 
the treatment and filing of package 
insurance. 

The independents want the M1 re- 
port adopted and the bureau people 
want to have their substitute sugges- 
tions adopted. NAIC is in the middle 
and is reluctant to go either way. The 


commissioners have heard everything 
there is to say on the subject, but 
because the fall elections produced a 
big turnover in the ranks there was 
reason to ask for more. So at Boston 
the arguments were aired again, by 
the same protagonists. 

Mr. Thacher * commented as_ the 
meeting opened that the M1 subcom- 
mittee is drastically reconstituted. Ne- 
braska, Pennsylvania and New Jersey 


are new members, while the New 
York representative is new. The con- 
tinuity from the past, he observed, 
would have to come from the “newly 
appointed” California commissioner. 
Since the December meeting in New 
Orleans, not much has transpired on 
the M1 front, but the subcommittee in 
its new form could stand, he sug- 
gested, a review which would help de- 
termine whether it should proceed 
with the report. He asked that the pro- 
ponents and opponents take 30 min- 
utes to cover the subject, alloting 10 
minutes to each side initially. 














TRUCK and CAR 
WINDOW 


Now you can give your assureds 
American Services on truck and auto 
replacements too! 


Using only genuine factory auto glass, 
American's fleet of radio dispatched 
service trucks are within minutes of 
your assured’s home or place of busi- 
ness to provide on-the-spot reglazing. 


Or, if your assured prefers, he can 
bring his auto to the American Plant 
at 1030 N. North Branch Street or, he 
can phone MO 4-1100 for the address 
of the nearest of our six conveniently 
located reglazing stations. 


This comprehensive auto and truck re- 
glazing service was designed with you 
in mind. Why don’t you give us a call 
for more complete details. You'll be 


glad you did. 


eC 
MO 4-1100 
































1030-42 N. Branch—Chicago—MOhawk 4-1100 
3156 E. Woodbridge—Detroit—LO 8-1060 
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Vestal Lemmon, general manager of 
National Assn. of Independent insur. 
ers, led off, speaking for the propo. 
nents. He said the position of the 
NAII and those taking its view jg 
simply that they favored adoption of 
the proposed report when it was pre. 
sented and they still do. The “bureay” 
or “majority” proposal, he declared, ig 
a counter-plan of a so-called inter. 
line filing procedure. 

At the New Orleans meeting, Mr, 
Lemmon recalled, he asked that if the 
M1 report were to be deferred that 
the same action be taken with the 
bureau filing plan. But MPIC has 
been at work getting its plan filed anq 
it is in operation in several states. Mr, 
Lemmon said he hoped that at this 
meeting the subcommittee would do 
what was intended—take action on the 
report, and he added he would like it 
to be favorable action. 

The _ inter-line filing plan, he 
charged, either ducks or gives wrong 
answers to the problems raised in the 
M1 report. The bureau plan does not 
make a single rating bureau respon- 
sible for package filings; by implica- 
tion it will not permit partial sub- 
scriberships, and it allows bureaus to 
which a company is not a subscriber 
to oppose a deviation. 


Seconds To Lemmon’s Position 


Seconds to Mr. Lemmon’s position 
were offered by National Assn. of In- 
surance Brokers, North America 
(which noted the report has been post- 
poned twice already), the Factory Mu- 
tuals, Chubb & Son, American Cas- 
ualty, and Atlantic Mutual. 

Mr. McConnell asked what the sub- 
committee would be adopting if it de- 
cided in favor of the report. 

Perry Epes of North America con- 
densed the proponents’ position from 
the December report to explain that 
those favoring M1 believe it sets forth 
a suitable definition of multiple line 
policies for the purposes of the report: 
it recognizes the principle of the des- 
ignation provision of the all-industry 
fire and casualty laws that the filer 
and a policy subject to both laws shall 
designate one law to be applicable and 
applies that principle also to deviation 
filings; it sets forth rules for filing 
that are consistent with the treatment 
of a multiple line policy as a single 
entity separate and apart from the fil- 
ings for the same perils when covered 
in different policies, establishing a re- 
lationship between the company and 
the bureau (both for independent fil- 
ings and deviations) which follows 
logically from consideration of a pack- 
age policy as a single entity; and it 
incorporates a rule limiting the use of 
insignificant distinctions for determin- 
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ing types of packages. 

One of the basic points of conten- 
tion, Mr. Epes explained, is whether 
an independent subscriber to a rating 
pureau may file a package policy on 
its own and still subscribe to the bu- 
reau for other lines. It is a matter of 
whether package policies are to be 
treated as single entities or as sep- 
arate coverges bundled together. Ray 
Berry of the National Board, for the 
opponents, read a letter he had writ- 
ten to the subcommittee, with which, 
he said, he had originally intended to 
rest his case. 

The letter, signed by a dozen or so 
of the trade associations which sup- 
ported the majority report opposing 
Ml, drew attention to the New York 
litigation involving North America in 
which a decision is expected this year. 
This will decide many of the issues, 
Mr. Berry said, urging that no action 
be taken until that decision is in. 


Says Inter-Line Filings Work 


The inter-line filings have been 
made and they are working, Mr. Ber- 
ry continued. The subcommittee, he 
said, is dealing with a multiple line 
type of filing, and the M1 report itself 
says ML legislation did not reckon 
with the rating laws. No existing def- 
inition has been found for ML con- 
tracts; the difficulty is fitting this new 
product (insurance packages) “into 
the Procrustean bed of existing rating 
laws.” 

The Ml report recommends using 
fire filings if the fire and casualty 
laws are different. In other words, 
Mr. Berry noted, a casualty coverage, 
for rating purposes, is to be treated 
as fire. 

A number of the issues are true 
legal points which call for court deci- 
sion, Mr. Berry said. He asserted 
there is no damage resulting from a 
delay in reaching a decision. 


Indiana Defines By Law 


The recommendations of M1 and the 
industry reports are predicated on a 
non-legislative solution, but Mr. Berry 
remarked that time is passing and the 
possibility of that approach is slowly 
fading. Indiana has by law defined the 
combination of insurances to be a new 
type of coverage. 

Harry Perlet of MPIC maintained 
that Mr. Lemmon had focused atten- 
tion on a collateral issue, the inter- 
line filing plan. That plan is not 
meant to cure the problems but to 
substitute one filing for the great 
number of independent filings the de- 
partments had been receiving. It 
should make no difference whether 
one or three bureaus are used, ac- 
cording to Mr. Perlet, if the company 
achieves what it wants, the filing of 
its package policy. 

The questions of partial subscriber- 
ship and bureau opposition to devia- 
tions are legal matters, not filing 
procedures, he added. 

The repetitious statement is made 
that the independents haven’t been 
hurt, Mr. Epes said, but North Amer- 
lea can’t get filings through in more 
than 12 states while those states wait 
for NAIC’s decision. Some independ- 
ent companies are told they can’t file 
an independent homeowners because 
they haven’t filed independent for 
fire; a bridge, Mr. Epes said, he 
thought had been crossed long ago. 
Thirty-seven jurisdictions have re- 
solved all the technical matters at is- 
sue in favor of the North America- 
independent approach by administra- 
tive action, he added. 

The statutory rights of insurers 
don’t have to be subject to bureau 
testrictions, Mr. Epes declared. The 
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crux of the matter, he concluded, is 
whether multiple line insurance is to 
be open to competition. 

Mr. Berry pointed out that 19 com- 
missioners at Boston weren’t in office 
at the time of the New Orleans meet- 
ing. It is too much to ask, he said, 
that a decision be made with such a 
short time for deliberation. 

The public’s appraisal of the issue 
will not rest on that sort of consider- 
ation, Mr. McConnell observed, but on 
whether the public is receiving its 
full rights. He asked Mr. Berry if a 
delay would impair the rights of in- 
dependent insurers or their insured. 

The truly independent is perfectly 
all right, Mr. Berry replied. The op- 
position to delay comes from the de- 
pendent independents who want the 
bureau for some things but not others. 


Auto Figure Incorrect 
The earned premium figure of $930- 
828 given for Secured in the issue 
reporting 1958 automobile experience 
constituted only unearned premium 
reserve and should have read $2,488,- 
676. The incurred loss figure of $1,- 
550,716 is correct, making the loss 
ratio 62.3%. 


Weekly Underwriter Has 


100th Anniversary Issue 


The Weekly Underwriter has pub- 
lished a special issue to mark its 100th 
year of publication. Clifford Reckling, 
editor of the anniversary issue, com- 
piled an historical survey of insur- 
ance, a view of the business today and 
predictions on its future. 

Contributors from every segment of 
the business are represented in the 
publication which contains a number 
of historical photographs and prints. 


Corn Belt Elevates Donaldson 

J. H. Donaldson, casualty manager 
Corn Belt, has been named a _ vice- 
president. He went with the company 
in 1955 after traveling Indiana and 
Illinois for 20 years with State Auto 
of Indiana, subsequently becoming II- 
linois sales manager. All other officers 
of Corn Belt were reelected at the an- 
nual directors meeting. 

Richmond (Va.) Assn. of Insurance 
Agents will hold its annual picnic and 
outing at Lakeside Country Club, June 
16. 
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National Board Names 


Committee Chairmen 


National Board has appointed the 
following chairmen of its standing 
committees: Accounting, William Mac- 
Lean, president National Union; actu- 
arial bureau, Milton W. Mays, vice- 
president America Fore Loyalty; ad- 
justments, F. John Barclay, vice-presi- 
dent Maryland Casualty; arson, theft 
and fraud, James L. Dorris, president 
Hanover; engineering, Frank F. Dbgrsey, 
executive vice-president U.S.F.&G.; 
finance, William E. Newcomb, presi- 
dent Great American; laws, H. Clay 
Johnson, executive vice-president Roy- 
al-Globe; maps, Roy E. Carr, president 
Providence-Washington; membership, 
Clarke Smith, president Royal-Globe; 
public relations, Roland H, Lange, vice- 
president Hartford Fire; and statistics 
and origin of losses, Robert Z. Alex- 
der, president of American. 


Bergsten Assistant V-P Of J&H 

Peter A. Bergsten has been elected 
assistant vice-president of Johnson & 
Higgins (Ill.). He has been with J.&H. 
since 1955. 
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T is the constant aim of the owners 
and of the management of the Insur- 
ance Exchange Building to keep the 
facilities and the service of Chicago’s 
largest office building thoroughly mod- 


For example, consider elevators, 
Several banks of Electro-matic elevators 
of the latest design have just been in- 
stalled in the Insurance Exchange. And 
in line with the trend toward air con- 




















THE INSURANCE EXCHANGE 
is in step with the times 


air conditioned. 





ditioning, five floors of the Insurance 
Exchange South have been completely 


These improvements are merely steps 
in a long range modernization program. 
Plans are being made that will still 
further enhance the prestige of the 
Insurance Exchange as one of the 
nation’s finest office buildings. 

Your space inquiries are invited and 
will receive our prompt attention. 


INSURANCE EXCHANGE BUILDING 


Chicago’s Largest Office Building 
America’s Greatest Insurance Building 


L. J. SHERIDAN & CO. 


Management Agent 


175 WEST JACKSON BOULEVARD, CHICAGO 4 
Telephone W Abash 2-0756 
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AS CLOSE AS THE NEAREST MAILBOX 


When your clients need Administrator or Executor bonds, 
they need them in a hurry. Royal-Globe’s post card appli- 
cation is now good for bonds up to $50,000, without appli- 
cant’s signature. 

This is just one sales item in Royal- 

Globe’s completely streamlined bond Q 8 a 
service. Another sales advantage is ri ch ty 
the brand-new “Attorney’s Kit” nso ® fle al 2) foe seen 
with applications, memo pad and i Tain I |) iy 
other useful information. 6, cums waste (3) rw B| 
Call your Royal-Globe bond special reWa o "| / ri 
representative today for complete |' \\’/ | 

information on our new bond ser- ‘\weus')? 6 
vice. He is a member of your local |j | \Y ‘Pa | 
R-G mobile production team, I /\ 
another reason why we say Royal- 
Globe is 


“TOPS IN EVERY SERVICE” 
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Conventions 


June 11-13, Mississippi agents, annual, Edge- 
water Gulf Hotel, Edgewater Park. 


| June 11-13, Carolinas mutual agents, annual, 


Grove Park Inn, Asheville, N. C. 

June 14-17, Conference of Mutual Casualty 
Companies, management conference, Ant- 
lers Hotel, Colorado Springs, Colorado. 

June 14-18, International Assn. of A&H Un- 
derwriters, annual, French Lick-Sheraton, 
French Lick, Ind. 

June 15-17, Michigan Capital Stock Ins. Assn., 
Michigan Blue Goose, Michigan Fire Preven- 
tion Assn., annual, Gratiot Inn, Port Huron, 
Mich. 

June 15-18 National Assn. of Insurance Wom- 
en, annual, Robert Meyer Hotel, Jackson- 
ville, Fla. 

June 17-18, Illinois farm agents, annual, Jeffer- 
son Hotel, Peoria. 

June 17-19, Maryland agents, midyear, Com- 
mander Hotel, Ocean City. 

June 17-21, National Assn. of Public Adjusters, 
annual, Concord Hotel, Kiamesha Lake, N. Y. 

June 18-19, Delaware agents, annual, Rehoboth 
Beach Country Club, Rehoboth Beach. 

June 18-19, Wisconsin mutual agents, annual, 
Schwartz Hotel, Elkhart Lake. 

June 21-23, New England agents, annual, Equi- 
nox House, Manchester, Vt. 

June 21-24, Insurance Advertising Conference, 
annual, Williamsburg Inn, Williamsburg, Va. 

June 28-July 1, Consumer Credit Insurance 
Assn., annual, Desert Inn, Las Vegas. 

June 30-July 2, International Assn. of Insur- 
ance Counsel, annual, Banff Springs Hotel, 
Banff, Alberta, Canada. 

August 2-7, Honorable Order of the Blue 
Goose, International, annual, Statler Hotel, 
Los Angeles. 

August 6-8, Alaska agents, annual, Ketchikan. 

August 9-12, West Virginia agents, annual, 
Greenbrier, White Sulphur Springs. 
August 13-15, Texas mutual agents, annual, 
Statler-Hilton Hotel, Dallas. 

August 19-20, ABC Service Bureau, annual, 
French Lick-Sheraton, French Lick, Ind. 
August 19-20, Hoosierland Rating Bureau, an- 
nual, French Lick-Sheraton, French Lick, 

Ind. 

August 19-22, Federation of Insurance Counsel, 
annual, Fontainebleau Hotel, Miami Beach. 

Aug. 20-22, Montana agents, annual, East 
Glacier Hotel, Glacier Park. 

August 24-25, South Dakota agents, annual, 
Sheraton-Johnson Hotel, Rapid City. 


Aug. 31-Sept. 2, International Federation of 
Commercial Travelers Insurance Organiza- 
tions, annual, Broadmoor Hotel, Colorado 
Springs. 

Sept. 9-11, Washington agents, annual, Daven- 
port Hotel, Spokane. 

Sept. 10-11, Conference of Mutual Casualty 
Companies, sales & agency conference, Con- 
rad Hilton Hotel, Chicago. 

Sept. 10-11, Minnesota agents, annual, Hotel 
Duluth, Duluth. 

Sept. 12-14, Pennsylvania agents, annual, Bed- 
ford Springs Hotel, Bedford. 

Sept. 13-15, Oregon agents, annual, Marion 
Hotel, Salem. 

Sept. 13-16, Idaho agents, annual, Sun Valley 
Lodge, Sun Valley. 


| Sept. 14-15, New Jersey agents, annual, Tray- 





more Hotel, Atlantic City. 

Sept. 15-18, Mutual Loss Managers’ Conference, 
annual, Edgewater Beach Hotel, Chicago. 
Sept. 16-18, Society of CPCU, annual, Ambas- 

sador Hotel, Los Angeles. 

Sept. 17-19, American Mutual Insurance Al- 
liance Forum, Schroeder Hotel, Milwaukee. 

Sept. 17-19, New Mexico agents, annual, West- 
ern Skies Hotel, Albuquerque. 

Sept. 20-22, West Virginia mutual agents, an- 
nual, Daniel Boone Hotel, Charleston. 

Sept. 20-22, Indiana mutual agents, annual, 
Vendome Hotel, Evansville. 

Sept. 21-23, National Assn. of Insurance 
Agents, annual, Conrad Hilton Hotel, Chi- 
cago. 

Sept. 24-25, Oklahoma mutual agents, fall con- 
vention, Biltmore Hotel, Oklahoma City. 
Sept. 27-30, International Claim Assn., annual, 

Americana Hotel, Miami Beach. 

Sept. 28-29, New Hampshire agents, annual, 
Wentworth-by-the-Sea, Newcastle. 

Oct. 4-5, Vermont agents, annual, Equinox, 
Manchester. 

Oct. 4-6, Kansas agents, annual, Town House, 
Kansas City. 

Oct. 4-7, National Assn. of Casualty & Surety 
Executives and National Assn. of Casualty 
& Surety Agents joint annual meeting, 
Greenbrier, White Sulphur Springs, W. Va. 

Oct. 7-9, Western Loss Assn., annual, Lake 
Lawn Hotel, Lake Delavan, Wis. 

Oct. 7-9, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 

Oct. 11-13, Ohio agents, annual, Sheraton 
Gibson Hotel, Cincinnati. 

Oct. 11-13, Tennessee agents, annual. Andrew 
Johnson Hotel, Knoxville. 

Oct. 11-14, Conference of Mutual Casualty 
Companies, annual, Baker and Adolphus 
Hotels, Dallas. 

Oct. 11-14, National Assn. of Mutual Insur- 
ance Companies, annual, Baker and Adolph- 
us Hotels, Dallas. 

Oct. 15-16, Nebraska agents, annual, Town 
House, Omaha. 

Oct. 18-20, Maryland agents, annual, Emerson 
Hotel, Baltimore. 
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ance as chairman of an association 
committee went to Fergus A. Good- 
ridge of Richmond. 

A feature of the convention was a 
panel discussion of “your agency’s fu- 
ture” which was moderated by Mr. 
Coiner. Panelists were David Schenck, 
local agent at Greensboro, N. C., Carl 
E. Davis, Richmond attorney, and Wal- 
ter G. Stephenson, Roanoke agent. 

Archie M. Slawsby, Nashua, N. H. 
president of NAIA, told agents that 
selling is an art, for which there is a 
definite place in the economy general- 
ly and the insurance business particu- 
larly. Salesmanship, he said, is not 
incompatible with professionalism, 
though many agents seem to think so. 


Objective Of Selling 


The objective of selling is to shorten 
the time between the prospect state 
and the customer state. Obviously the 
objective of selling is to find the need 
for the coverage and then to fulfill 
the need in honest terms. A more 
subtle objective is to reveal quickly 
the integrity, knowledge and courage 
of the salesman so the prospect will 
want to do business with him. A cut 
rate frequently is an excuse for miss- 
ing the sale, and is not always a bona 
fide reason. 

He told the story of an agent who 
received a letter one day containing 
a dozen policies insured wanted can- 
celled so he could change to a direct 
writer. The agent went to the client 
and asked him a series of penetrat- 
ing technical questions as he tossed 
down on the desk each policy, one by 
one. The agent concluded by saying 
that since the client was now entering 
the insurance business, he had better 
learn it. The agent kept the line. 

The talk by Kenneth O. Force, ex- 
ecutive editor of THE NATIONAL UNDER- 
WRITER, will be reported in a subse- 
quent issue. 

Several out-of-state visitors attend- 
ed the meeting, including C. A. An- 
derson, president of the District of 
Columbia association, and Mrs. Ander- 
son; Herbert S. Brewer of Lockport, 
immediate past president New York 
state association, and Mrs. Brewer; 
John N. Hackney Jr. of Wilson, presi- 
dent North Carolina association, and 
Mrs. Hackney; Richard S. Brantley, 
executive secretary of North Carolina 
association, and Mrs. Brantley; and 
Ralph S. Stapleton of the Johnson- 
McConnell agency, Kingsport, Tenn. 

William F. Aimone, executive vice- 
president of State Capital Ins. Co. of 
Raleigh, and Mrs. Aimone gave a cock- 
tail party and maintained hospitality 
headquarters during the convention. 
They were assisted by Ray M. Gallo- 
way and John G. Staples of the same 
company. 

S. W. Schellenger, agency superin- 
tendent of Buckeye Union companies, 
Columbus, and R. D. Darden, Virginia 
Manager, Richmond, were hosts for 
that group. 

Robert C. Mehorter, Virginia man- 
ager of Home Indemnity, and George 
F. Wilder, state manager of the group, 
both of Richmond, and Richrd C. Mar- 
shall of Home Indemnity, Washing- 
ton, acted as hosts for that organiza- 
tion. 

In addition to making the banquet 
address, William E. Booth, vice-presi- 
dent of Cherokee, assisted by Thomas 
S. Temple, state agent at Richmond, 
Maintained a coffee bar before and 
after the business sessions. 

President and Mrs. McMurran pre- 
Sided at the cocktail party before the 
banquet. 


teNATIONAL UNDERWRITER 
Va. Group Puts Off Mutual Agent Issue 


(CONTINUED FROM PAGE 2) 


Frank E. Kinzer of Covington was 
convention chairman. 

Many companies were represented 
at the convention, including Aetna 
Casualty, by W. R. Aven of Richmond; 
Afco, by Paul M. Holland of Balti- 
more; America Fore Loyalty, by H. P. 
Eitel of Richmond and John T. Nesbitt 
of Atlanta; Appleton & Cox, by H. B. 
DeShields Jr., Baltimore; Boston, by 
George Hanger of Roanoke, and H. F. 
Thompson, Richmond; Centennial, by 


R. S. Barrett of Richmond. 

Also, Chubb & Son, by F. D. Calley, 
A. F. Marshall Jr., and W. D. Shields, 
all of Huntington, W. Va.; Corroon & 
Reynolds, by A. R. Fretz of Durham, 
N. C.; Excelsior, by John Matlack and 
J. Paul Pizor of Syracuse; Fidelity & 
Deposit, by F. C. Robertson of Rich- 
mond and J. M. Taylor of Greensboro: 
Fireman’s Fund, by H. R. Cooley, 
Richmond. 

Also, Hartford group, by R. W. Mul- 
doon, Baltimore; London Assurance, 
by R. N. Greathead, Richmond, and 
Fred C. Saal, New York; Maryland 
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Casualty, by R. P. Hanger and W. J. 
Kwedar of Richmond; National Union, 
by B. W. Isaacs of Richmond: New 
Amsterdam, by C. T. Almond Jr. of 
Richmond. 

Also, Royal-Globe, by J. W. Dalston 
of Richmond and J. C. Minor of Ro- 
anoke; Travelers, by Robert D. Daves 
and Emmet Siebels of Richmond and 
J. F. Mason of Roanoke: and 
U.S.F.&G., by H. M. Baidsen and R. 
B. Ward Jr. of Richmond, J. D. Hend- 
erickson II of Winchester, H. S. Maw- 
yer and C. B. Watson of Roanoke, and 
T. R. Phipps of Baltimore. 
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Yes ... more and more active prosperous agents 


like this one are convinced. Greater sales and 
volume are a reality for agents who use the new 
G. Shannon Grover sales method. This 
compact, yet comprehensive brochure gives you 
everything necessary for highly effective per- 
sonal sales presentations for the famous 

Global Policies available only through 

G. Shannon Grover & Company. 


This booklet gives you complete notes regarding 
coverage, exclusions, optional benefits, 
renewal advantages, plus a schedule of premiums. 


Combined in this single handy source 

you'll find a concise selling description of the 
Global policies your prospects need. Loss 

of Life . . . Transportation and Pedestrian . . . 
Income Protection . . . Pilots’ Protection 

... Group . .. Cancer and Perilous Diseases 
and many others. Whatever his needs, 

there is a Global Policy for your client. 


Today's busy and successful. agent appreciates 
Global features too: for example, a photo- 
graphic copy of the application appears 

on the face of the policy, thus eliminating 

the possible error thru misspelling, 

amount of insurance, or the 

premium. (No embarrassing rate book 
searching in the client's presence. ) 


Write, Wire or Phe 
G. SHANNON GROVER 
Today 
GET THE FULL STORY. FIND OUT 
HOW TO INCREASE YOUR 
INCOME THROUGH GREATER 
ACCIDENT AND SICKNESS SALES! 
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SeNATIONAL UNDERWRITER 


More Independents Endorse Regulation By State, Not U. S. 


Farm Fire & Casualty, strongly com- 
mended the over-all competitive free- 
dom that exists in the business, both 
fire and casualty. The experience of 
his companies “constitute an over- 
whelming endorsement of state regu- 
lation and persuasive evidence that 
reasonable competition exists general- 
ly in automobile insurance and to a 
lesser but growing extent in fire in- 
surance.” 

He endorsed the recommendations 
made to the subcommittee by Vestal 
Lemmon, general manager of National 
Assn. of Independent Insurers. He 
also urged amendment of the District 
of Columbia rating law and a restate- 
ment in clear terms of the Congres- 
sional intent underlying public law 15 
for the guidance of states and the in- 
dustry. 

He said the non-filing type of rating 
law permits competitive freedom 
which has produced benefits to the 
public in broader coverages and lower 
rates. He cited the bureau’s new rating 
plan for automobile in California as an 
example. 

He commented that State Farm Fire, 
which has been selling homeowners at 
bureau rates without deviation, started 
in May to make independent filings of 
HO at competitive rates. One state al- 
ready has approved the filing. 

J. Michael Riley, president of Trans- 
port of Dallas, which is owned by in- 
terests in or close to the motor carrier 
business, and which writes business 
only for motor carriers, was asked by 
Sen. O’Mahoney, if insured has to pay 
a higher rate in a mandatory state like 
Texas, isn’t that interference with 
interstate commerce? 


Coverage Means More Than Cost 


“Adequate coverage is more impor- 
tant than lower rates,” Mr. Riley re- 
plied. In states with mandatory rates 
or uniform policies, buyers go to non- 
admitted foreign insurers to get the 
protection they want at a negotiated 
price, he said. 

David L. Kreeger, senior vice-presi- 
dent and general counsel of Govern- 
ment Employees, suggested a one or 
two year moratorium to afford those 
states which require identical rates or 
that prohibit independent filings an 
opportunity to set their houses in 
order. He said he thought the McCar- 
ran act does not need amendment at 
this time. A strong admonition to 
these states, plus an _ invitation to 
Department of Justice to investigate 
and take suitable action to eliminate 
improper obstacles to competition, 
would do the job, he said. 

Walter L. Hays, president of Ameri- 
can Fire & Casualty, indicated tnat he 
thought National Board is the real 
opponent of competition in the fire 
business. 

E. L. Brandt, vice-president in 
charge of rate filings, underwriting, 
actuarial work and electronics of 
Auto-Owners of Lansing, appearing 
for President W. C. Searl of that 
company, described difficulties it has 
had with a few state laws and regula- 
tions. . 

State Farm Mutual’s automobile 
premiums increased 1,342% from 
1942 to 1958 while the business as a 
whole increased by 665%, about half 
as. much. This, Mr. Morrill said, de- 
monstrates the over-all competitive 
opportunity. The figures constitute a 
strong endorsement of state regulation 
for maintaining the competitive cli- 
mate in aute insurance which exists in 
almost all states. Other independents 


(CONTINUED FROM PAGE 1) 
have had exceptional growth in this 
period. 

The fact that the company’s operat- 
ing plan contains innovations, some 
of which differ markedly from ordin- 
ary practices of the business, demon- 
strates the competitive freedom that 
exists under most state laws. How- 
ever, he observed, this also puts in 
context most of the restraints on nor- 
mal competition that the company has 
encountered in a few jurisdictions. 


Many More Insurers Now 


He noted also that in 1942, the year 
in which State Farm became the lead- 
ing writer of automobile business, a 
position it has maintained since, 123 
stock and 58 mutual companies, a total 
of 181, wrote automobile liability. In 
1957 466 stock companies and 179 mu- 
tuals, a total of 645, wrote this type of 
business. Of the total, 365 had less 
than $1 million in auto casualty vol- 
ume. 

The success of State Farm in com- 
peting with rating bureau insurers 
has encouraged formation of new 
companies, he said. 

However, certain states present dif- 
ficulties. In Virginia, where State 
Farm writes automobile at 25% off 
bureau and is the leading auto insurer, 
the company can’t use the broader 
company contract in effect elsewhere, 
nor can it use its own territories. 

“No feature of auto rate making is 
more likely to fall victim to bureau- 
cratic lethargy than that of adjusting 
the boundaries of rating territories to 
match the development of urban are- 
as,” he declared. Conversely, there is 
no aspect of rate making where com- 
petitive freedom plays a more impor- 
tant role. He said the same comments 
apply to North Carolina. 

In Louisiana it was not till 1956 
that State Farm’s membership fee and 
rate deviation were approved. Here 
the company struggled for more than 
three years to get approval of its plans, 
and Mr. Morrill put in a detailed 
account of this impediment to competi- 
tive freedom as a case history. 


Dividend Is Costly Method 


Only in Texas is the company pro- 
hibited from using the membership fee. 
It is required to increase established 
rates by 10% on semi-annual premi- 
ums. Consequently, dividends, cur- 
rently 27.5%, represent net savings to 
insured of only 20.25%. The dividend 
process imposes extra, unnecessary 
costs. Even so, the company writes 
190,000 cars in the state and ranks 
second in auto premiums. 

In all-industry law states the result 
has been satisfactory over-all, he said. 
However, administration of the laws 
in a few states seems unnecessarily 
to have burdened the competitive pro- 
cess or interfered with the exercise of 
reasonable management judgment. 

For example, New Jersey compels 
State Farm and other independents to 
maintain two systems of statistical 
codes. One is to accommodate the 
needs of their own rating structure. 
The other is to meet the needs of 
National Bureau and National Auto- 
mobile Underwriters Assn. rating 
structures. This is an unnecessary ex- 
pense and puts the bureau system in 
a preferred category, contrary to the 
intent of the all-industry laws, he said. 

In a few instances independents are 
required to justify the differences 
between their filings and the bureau 
pattern. One department recently in- 
formed an independents, “You should 


give us loss and expense date justify- 
ing the differential between your rates 
and those of the National Bureau 
companies.” 


No Litigation Or Hearings 


State Farm Fire has had no litiga- 
tion or protracted hearings in connec- 
tion with deviations and independent 
filings, he said. Until recently, as a 
matter of policy, it has operated ex- 
clusively as a subscriber to fire rating 
bureaus. Its deviations have not been 
opposed by the bureaus. With certain 
exceptions, deviations have been ap- 
proved by departments as requested 
or after reasonable adjustment of 
requests. No opposition has been en- 
countered to independent filings of 
homeowners. 

However, he said that the protracted 
hearings and litigation reported to the 
subcommittee are regarded by State 
Farm as a clear indication of the 
peril to which all are exposed who 
seek to sell fire at rates lower than 
those set by the private rating bur- 
eaus. Competitors should not be al- 
lowed to block lower rates by indepen- 
dents. 

The company did run into opposition 
to deviation on fire in Kentucky. After 
several maneuvers the company cur- 
rently is operating with a 10% devia- 
tion with the knowledge and acquies- 
cence of the department but without 
its approval. 

Mr. Morrill observed that when State 
Farm introduced them in 1922, the 
features of its plan for selling auto 
insurance were regarded as unortho- 
dox—membership fees, which help 
pay expenses; semi-annual premiums, 
a convenience to insured that also 
enables the company to adjust rates 
quickly to changing conditions; con- 
tinuous policies; direct billing and 
collection which saves money and 
practically eliminates credit losses; 
exclusive agents who are (7,500 men) 
independent contractors; and selection 
of risks. As to the latter he stated: 

“Our aim is to insure the average 
driver of normal habits and to avoid 
the reckless and irresponsible fringe. 
It is not a policy of insuring the cream 
but rather one of rejecting the dregs.” 


Subcommittee Eyes D.C. 


Sen. O’Mahoney observed that the 
subcommittee is not overlooking the 
fact that the District of Columbia rat- 
ing law has been criticized for limiting 
competition. 

Donald P. McHugh asked Mr. Morrill 
if he thought a rating bureau should 
be permitted to enter proceedings on 
deviations as “an aggrieved party.” 
Such a situation presents an anomaly, 
Mr. Morrill replied. 

Sen. Carroll, a subcommittee mem- 
ber, asked several questions about the 
business in his state of Colorado. 

In response to a question from Sen. 
O’Mahoney, Mr. Morrill said that in 
New York, anticipating opposition on 
fire deviations, the fire company sub- 
scribes to the rating bureau and sells 
at regular rates, paying dividends. 
This is not, however, the company’s 
permanent plan. 

Transport was organized in 1950 by 
the motor carriers to make certain 
that there would be a competitive 
market for motor carrier insurance, 
Mr. Riley said. Prior to the organiza- 
tion of Transport, the market was very 
limited. It was difficult to purchase 
adequate protection at reasonable 
rates. 

Transport’s premiums in 1959 will 
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exceed $10 million, he testified. Lj. 
censed to provide all lines of fire ang 
casualty, its business is resiricteg 
primarily to automobile, general lig. 
bility, workmen’s conpensation and 
cargo for the motor transportation 
industry. In 1958, 53% of premiums 
was automobile BI and PDL, 19% We 
and 16% cargo liability. The remainder 
came from miscellaneous general lig. 
bility and PHD. 


Market Competitive, Stabilized 


Transport Indemnity of Los An. 
geles was organized in 1945. Subse. 
quently, motor carriers in the mid. 
west organized Carriers Exchange of 
Des Moines. As a result of the activi- 
ties of industry-owned insurers, the 
market for motor carriers has been 
stabilized and has become extremely 
competitive. Industry-owned insurers 
compete for the business, and a large 
segment of the industry has reentered 
the market and is competing vigor- 
ously for motor carrier business. This 
reentry of insurers into the market has 
been brought about largely by new 
techniques pioneered and developed by 
industry-owned companies. 

He said Transport wholeheartedly 
favors state regulation and not federal, 
He said that of 42 states in which 
Transport operates, only Texas, Vir- 
ginia and Louisiana have uniform 
rating laws and mandatory policy 
forms. These laws need to be corrected 
to allow free competition to the extent 
provided by the all-industry bill. 


Regulation On Trucks, Buses 


Louisiana and Texas both regulate 
only trucks and buses garaged in those 
states. For example, a carrier domi- 
ciled in Texas or Louisiana with units 
garaged in one of the competitive rate 
states would be issued two policies 
with two separate rating systems 
applicable. Virginia is somewhat dif- 
ferent. It regulates all vehicles regard- 
less of where domiciled, if the home 
office of the carrier is in Virginia. 

Transport’s provision of less cover- 
age and receipt of more premium than 
is required in mandatory rate and 
uniform policy states affects the abil- 
ity of the carrier effectively to compete 
for business with carriers in competi- 
tive rate states, Mr. Riley said. Part, 
but not all, of the additional costs to 
carriers in the mandatory state is off- 
set by the fact Transport pays divi- 
dends. 

Under uniform rates and _ policies, 
it becomes practically impossible for 
the small insurers successfully to com- 
pete with big insurers, he declared. 
A buyer offered the same policy at the 
same costs by an old established com- 
pany with $10 million capital or a new 
company with $500,000 usually chooses 
the former. 

Correction of the problems which 
do exist is possible at the state level, 
he said. 


Lenders Discriminate 


Sen. O’Mahoney asked what lending 
institutions discriminate against the 
Government Employees’ fire policies. 

Mr. Kreeger said there have been 
several hundred refusals of his com- 
pany’s fire policies by 41 financial 
institutions, principally building as- 
sociations and savings and loan 4as- 
sociations, scattered over the country. 

Asked why they refused, Mr. Kree- 
ger replied that some institutions said 
his company did not have enough 
capital and surplus; some said it did 
not have an agent in every county in 
the state. Where these institutions 
indicated what companies were ac- 
ceptable, they turned out to be non- 
deviating companies, he said. In some 
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cases there is a tie-in of institutions’ 
officers and insurance agencies which 
get commissions. 

His company was moderately suc- 
cessful in getting business when the 
lender was told that it would consult 
with Department of Justice. Even 
where there is no tie-up of lender and 
agency, Mr. Kreeger said there are 
other advantages an institution might 
get; for example, a large insurer could 
extend favors to the lender. 

Whatever state law so requires, his 
company has local resident agents who 
process, countersign and deliver poli- 
cies, Mr. Kreeger stated. However, it 
does not have producing agents, brok- 
ers or salesmen. All its business is 
obtained by advertising, mail solicita- 
tion and recommendations from pol- 
icyholders. Most of its business comes 
from those connected with the armed 
services and from employes of muni- 
cipal, state and federal governments. 
In recent times, however, certain 
other classes have been made eligible. 


Has 96% Policy Renewal 


More than 96% of policyholders re- 
new their policies with Government 
Employees each year—a renewal ratio 
he described as one of the highest in 
the industry. Its success testifies that 
state regulation under all-industry 
type rating laws generally has oper- 
ated effectively in casualty. Assets of 
his company have grown from $2.5 
million in 1945, the year of the McCar- 
ran act, to more than $72 million. 


Texas Law Strait-Jacket 


However, the Texas rating law is a 
strait-jacket. Also North Carolina, 
Virginia and Louisiana prohibit in- 
dependent rate filing for automobile 
insurance. 

Mr. Brandt said that in Illinois in 
1956, the department suggested Auto- 
Owners change its policy to provide 
the same coverages as the bureau 
family automobile policy. The com- 
pany wrote the department that it did 
not contemplate reprinting its policy 
at that time. Considerable correspon- 
dence ensued. A year later Illinois 
indicated the company was to continue 
using its present policy. But in 1958, 
on filing of new rates, the rating 
supervisor of the department told the 
company the rates would not be ap- 
proved unless its policy was changed 
to conform to the bureau family auto- 
mobile contract. Since Auto-Owners 
desperately needed a rate change, it 
did change its policy by endorsement. 
The rates were approved. The com- 
pany is still operating on that rate 
filing with the bureau policy. 

In 1957, Mr. Brandt said indepen- 
dents had trouble deviating from Flor- 
ida Rating Bureau Fire rates. The 
next year Auto-Owners filed an auto- 
mobile rate revision with the depart- 
ment. It was mailed back without 
correspondence to indicate approval, 
or disapproval. The company tele- 
phoned the department and was in- 
formed a rate moratorium was in 
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effect. The statute requires approval 
or disapproval within 30 days. Failure 
even to review the filing was a clear 
violation of the rate regulatory statute, 
he said. This* situation existed for 
several months, during which time 
many companies desperately needed 
rate revisions. 


No Business In Kentucky 


In 1955, Mr. Brandt’s company filed 
forms and rates for active operation 
in Kentucky. The department asked 
for a comparison of all of its forms 
with National Bureau forms. This was 
done. The forms and rate filing were 
then reviewed with the department. 
All fire and allied lines forms and 
rates were shortly approved. But de- 
spite many efforts by the company, 
to this date auto casualty and bond 
forms and rates have not been ap- 
proved or disapproved. As a result, the 
company has not sold one auto policy 
in Kentucky. 

Last Oct. 23 the Ohio department 
notified Auto-Owners that a territor- 
al definition revision had been made 
and that the company was expected 
to comply with the revision, he testi- 
fied. This would require Auto-Owners 
to ask its agents, on a large percentage 


Correct Auto Loss Of 
Hartford Accident 


On page 28 of the May 29 issue, the 
incurred automobile losses of Hartford 
Accident for 1958 were shown as 
$46,650,455. This is not correct. It 
should have included $17,808,023 of 
auto PDL losses. The correct figure 
for BI and PDL incurred losses for 
the company is $64,458,479. 

This produces a loss ratio of 59.5, 
and not, as shown, 43.1. 





Illinois Farm Agents 
To Celebrate 30th Year 


A record attendance is anticipated 
for the annual meeting of Illinois 
Farm Insurance Agents Assn. to be 
held at the Hotel Jefferson in Peoria, 
June 17-18. This year marks the 30th 
anniversary of the association. 

Edward McFaul, noted sales. con- 
ference speaker from Chicago, will 
deliver the main address following the 
luncheon on June 18th. 

Officers of the IFIAA are Robert 
C. Kepner, Rochelle, president; Ronald 
C. Shafer, Chatsworth, vice-president; 
and James L. Allen, Macomb, secre- 
tary-treasurer. 


Akron Agency Elects Officers 

T. J. Seibert has been named chair- 
man and George W. Keck president 
and treasurer of the Seibert-Keck 
agency of Akron, O. Other officers 
named are Andrew P. Maconachy, N. 
Parker Berry and Herbert W. Coch- 
run, vice-presidents, E. C. Seibert, 
secretary, and Drury Woodard, assist- 
ant secretary. T. J. Seibert founded 
the agency in 1910, and Mr. Keck 
joined it in 1948. 
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of the policies in force, to change 
business to the new territories. The 
change also involves changing hun- 
dreds of thousands of IBM cards to 
provide the proper territories for the 
company’s electronic renewal program. 
But the department in effect told the 
company it must follow the revision 
or its existing filings would be disap- 
proved. The company is currently 
following the territorial revision pro- 
gram, Mr. Brandt concluded. 

Sen. O’Mahoney wanted to know if 
the state rulings Mr. Brandt com- 
plained of were written or oral. The 
latter, he said. Did anybody contest 
these rulings, Sen. O’Mahoney asked, 
by appeal to the courts, for example. 
Not that Mr. Brandt knew of. 


National Board Scored 


If National Board had its way, 
“There would be no competition in the 
fire business,” Mr. Hays declared in a 
statement sent to the subcommittee. 
Everybody would have the same rate 
—and some states go along with this, 
he said. His company recently filed 
a package policy in Arkansas, and Na- 
tional Board requested a hearing. The 
board sent high-priced attorneys to try 


17 


to prevent the company from filing 
such a policy. 

The board, he stated, has done this 
in a number of cases, which makes it 
almost prohibitive for a small com- 
pany to undertake the expense. 

There are companies writing a pre- 
ferred class of business which operate 
with a lower overhead that can do a 
better job, he commented. They can 
give policyholders a lower rate. In 
some states they are not permitted to 
do so, because of law or a decision of 
the commissioner, as in Texas, Louis- 
iana, Virginia and North Carolina. 
Texas doesn’t allow competition in 
many lines of insurance; yet that state 
has had more insurance scandals than 
any other. 

In the last few days the Florida 
legislature passed a bill fixing assigned 
risk commissions and increasing them, 
he said. This may lead to regulation ; 
of commissions, he thinks. It is the 
first attempt to do so, so far as he 
knows, and is another effort to curb 
freedom of action and competition. 

More regulation and greater expense 
of operation means fewer companies 
will be organized and that the public 
will pay higher rates, he stated. 
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Zurich-American Marketi 


goal—the purpose behind the revised 
marketing concept. 


The company is not allowing its 
new program to become “ingrown.” It 
realizes that some of the best sales 


advice is available from the men who 
do the actual selling. Ideas are solicit- 
ed from producers who are successfuily 
using practical, efficient and produc- 
tive selling methods. The company 
may formalize this country-wide idea 
swapping facility. An agency advisory 
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(CONTINUED FROM PAGE 2) 


board, with rotating membership to 
include representatives from each 
branch office territory, is being con- 
sidered. This board could apply a rich 
supply of varied experience to help 
the company weigh marketing possi- 
bilities, and could come up with many 
ideas of its own, applicable to all lines 
and all sections of the country, and 
adaptable to varying conditions. 

The company does not believe that 
its own specialists, experts and pro- 


ng Is Geared To Tomorrow's Selling 


ducers have an exclusive interest in 
marketing. It realizes that every em- 
ploye has a stake in the future of the 
company, and it has brought the story 
of competition to them. F. H. Oliver, 
assistant U.S. manager in charge of 
over-all sales, has talked directly to 
employes on the subject of competi- 
tion in the company house organ— 
Pulse. There he defined competition, 
analyzed the types of insurers pro- 
viding it, and told employes that ev- 
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ery individual—regardless of his or 
her job—is on the selling team. The 
way each does his job is a most impor. 
tant element in competition. “If our yn. 
derwriters do as good a job as the other 
company’s underwriters, we’re on our 
way,” Mr. Oliver said. “If they do a 
better job than the other company 
we've got them on the run.” He ap. 
plied the same observations to claims 
men, clerks and secretaries. 

Mr. Oliver also pointed out that em. 
ployes can influence sales by age. 
quainting their friends with Zurich. 
American’s reputation, and urging 
them to look at its policies before they 
make a buying decision. This avenue 
of marketing is neglected by most 
agency companies. 


Recruiting And Sales Training 


Every aspect of company operation 
is tied in with marketing. This is im- 
pressed upon trainees from the day 
they enter the rapidly expanding com- 
pany school which completed its first 
full year of operation in 1958. Grad- 
uates are given supplementary in. 
service training—based upon their in- 
dividual aptitudes, talents and needs 
for a period of three to 18 months. : 

A college recruiting program to 
bring men of potential executive cal- 
ibre into the company has had excel- 
lent results. The company has wisely 
selected men with varied educational 
backgrounds. Among recruits to date 
are men who have majored in Ens- 
lish, economics, business administra- 
tion, political science, psychology and 
business management. P 

A series of special sales training 
schools was also started in the fall of 
1958. In these sessions, established 
sales representatives—formerly field 
men—get a one-week refresher course 
in the principles of prospecting for 
and appointing agents. Eight of these 
schools are being held this year. 
; All of these activities are elements 
ina long range production control plan 
designed to increase and balance busi- 
ness on the books, to minimize guess- 
work and waste effort in prospecting, 
and to eliminate unnecessary expense 
in servicing unproductive areas or 
unprofitable production sources wher- 
ever they may be. 


Goals And Methods 


The company has determined to 
double its volume within the next six 
years, and management is not keeping 
that goal under its hat. It has laid the 
goals on the line at staff meetings of 
key personnel from coast to coast. At 
these meetings, the new marketing 
program was explained in detail. 

On the way to this goal, vigorous ef- 
fort has been made to enlarge the 
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agency piant, to improve its perform- 
ance through progressive ideas and to 
help in implementing them. Agency 
appointments in 1958 increased by 
200% over 1957, and the appointment 
rate has continued at a_ satisfactory 
rate this year. To help the branches 
maintain their progress in accord with 
production goals, an agency appoint- 
ment scoreboard is posted monthly on 
bulletin boards in all offices. 

A key step in the production control 
plan is a program for mass-merchan- 
dising the personal lines which the 
direct writer and specialty companies 
have made the targets of their attack. 
Zurich-American’s counter-attack be- 
gan last October with the introduction 
of the Meritmatic plan in Michigan. 
Meritmatic provides low cost automo- 
pile coverage for safe drivers, together 
with economy in processing the busi- 
ness for both agents and company. 
The policy is continuous with six 
month renewals. Insured is billed di- 
rect. The agent’s independent status 
and his relation with insured does not 
change under this plan. He issues the 


Act On Deviations, 
Other Miss. Filings 


Mississippi has approved filings of 
Employers Mutual Casualty for devi- 
ations of 20% on dwelling, offices, 
schools, builders risks, and churches; 
15% on all other classes except farm 
property, and 15% on the all other 
perils portion of the commercial pro- 
perty policy. 

Lynn Mutual Fire’s request for a 
20% deviation from rates of the state 
rating bureau and of National Auto- 
mobile Underwriters Assn. was ap- 
proved. Cambridge Mutual Fire devia- 
tions of 10% on NAUA rates, 20% on 
the rating bureau’s rates and 20% on 
the CPL, residence glass and broad 
form personal theft policy rates of 
Mutual Insurance Rating Bureau were 
renewed. 





Other Deviations Renewed 


Also renewed were the following 
deviations from rating bureau rates: 
State Farm Fire & Casualty, 10%; 
Shelby Mutual, 20%; Quincy Mutual 
Fire, 20%, and Casualty Reciprocal 
Exchange, 15%. International Service 
Ins. Co. deviation of 15% from National 
Bureau and NAUA rates was approved. 
Perkiomen Mutual’s renewal request 
for 20% deviation on the rating bureaus 
rates was deferred. Michigan Millers 
Mutual was granted a 10% deviation on 
rates of Mutual Insurance. Rating Bu- 
reau and of NAUA. Jersey Ins. Co.’s 
filing for renewal of 15% deviation of 
National Bureau and NAUA rates was 
deferred. 

Transport Indemnity’s filing for a 
fire deductible plan with a minimum 
of $1,000 and a maximum of $25,000 
was disapproved. American Fidelity’s 
request for a 65% deviation from the 
EC rates of the rating bureau for cot- 
ton warehouse receipts, and action on 
the company’s filing for an inland 
marine form with an endorsement to 
cover transit perils to and from ware- 
house locations were deferred. 

National Bureau was granted a BI 
rate increase of 25% on OL&T poli- 
cies covering non-profit boy and girl 
camps. A joint filing of Implement 
Dealers Mutual and Lititz Mutual for 
a deferred premium payment plan for 
fire coverages was deferred. 


Northeast Mo. Agents Elect 
Northeast Missouri Assn. of Inde- 
pendent Agents has elected Robert 
Johnson of Palmyra, president; Mar- 
garet Rolston, Kirksville, vice-presi- 
dent, and William B. Pickett, Shelby- 
ville, secretary-treasurer (reelected). 
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policy at the time of the sale. He re- 
tains exclusive ownership of all ex- 
pirations. 

Thereafter, the company lifts the 
detail from his shoulders. It keeps 
all Meritmatic records by machine, 
and renders a monthly account to the 
agent. His overhead and workload are 
cut down, and his time available for 
selling is substantially increased. 
The competitive price helps him re- 
tain preferred business and to attract 
desirable new business. This adds up 
to increased income which accelerates 
in proportion to the agent’s use of 
Meritmatic. The plan has now been 
extended to California, Colorado, Min- 
nesota, Ohio, Oregon and Washington, 
and filings are being prepared in a 
number of additional states. Through 
the plan, the company expects to im- 
prove the expense ratio on automobile 
lines and to achieve better underwrit- 
ing results through better risk se- 
lection. The company is currently ex- 
ploring the feasibility of extending 
the Meritmatic principle to other per- 
sonal lines where the competition is 
threatening the agency company 
tem of operation. 


sys- 


Study Budget Payment Plans 


Currently the company is studying 
budget premium payment plans. The 
company wants to develop a plan 
which will not only embrace the best 
features of those which have already 
appeared in the business but which 
will also include improvements. The 
plan receiving the most favorable con- 
sideration is one which would operate 
on the principle of a revolving charge 
account. There would be a down pay- 
ment and level monthly payment 
thereafter. Such a plan would enable 
insured to budget his premium costs 
continuously and to add to his protec- 
tion program as his coverage needs 
change. 

Other phases of Zurich-American’s 
marketing program will be discussed 
in an article in a subsequent issue. 
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Editorial Comment 


Fight Shaping For Dwelling Business 


Two forces are exerting pressure on 
the rating of habitational risks. These 
are the need for uniformity and sim- 
plification if electronic data processing 
is to be applied effectively to policy 
production, accounting detail, billing 
and the like. At the same time, broad 
general classifications in this area and 
rates that reflect them have produced 
a situation in’ which the independent 
rate filer has been able to sell cover- 
ages at a discount, underwrite selec- 
tively in the one family dwelling class 
and make substantial profits on the 
business. : ’ 

Under the _ habitatiorial -grouping 
there is a code breakdown for house- 
hold contents, another for dwellings, 
and one for dwellings and contents 
written together. However, the classi- 
fications on which the codes are based 
are so broad that the deviating com- 
pany or independent filer can write 
new one family dwellings with its eyes 
shut and do well. 

The new construction of this type 
of dwelling has exceeded $100 billion 
in the nine years ended with 1958. 

This has created a very substantial 
new market. But there also are a 
great many older houses, and the bu- 
reau dwelling class includes units that 
house barbershops and many other 
non-dwelling activities. Many of the 
older units are blighted areas. 

In general, insurers offering a dis- 
count on dwelling business, by devia- 
tion or independent filings, are not 
writing much if any of the habitation- 
al classes that include dwellings hous- 
ing boarders and tenants, who sub- 
stantially increase the hazards of fire 
and explosion. These insurers stay 
away from blighted areas. They don’t 
take habitations that house dentist’s 
offices, beauty parlors, and similar 
light business activities. 

So underwriters and executives of 
companies that follow bureau rates are 
looking at the habitational group and 
its divisions and rates with a critical 
eye. Present bureau rates and rate 
bases have functioned anti-selectively 
to push preferred business out of their 
reach and into the hands of competi- 
tors. This effect has been especially 
apparent with the enormous rise in 
new one family dwelling units since 
World War II. 

What is needed, it is said, is a sep- 
arate class for one and two family de- 
tached dwelling units, up to 10 years 
old, say, and a competitive rate to 
give the bureau insurers what they re- 
gard as a proper share of the preferred 
business in this field. Indications are 
that steps are being taken to do this. 

Another influence that is pushing 
companies to revise dwelling classes 
is the surge in homeowners, which has 
tended quite markedly to transfer the 
best dwelling risks away from older 
fire forms to the new package. This 
has been the chief instrument for sub- 
stantial deterioration in dwelling units 
left for coverage by the older forms. 

We are already seeing homeowners 
rates being reduced in certain states— 


Connecticut, for example—while at the 
same time fire and EC rates for dwell- 
ings are being increased substantially. 
This reflects the deterioration in prop- 
erties left for coverage by fire and al- 
lied lines forms. 

Class revision might help bureau 
companies in their homeowners busi- 
ness, since the HO forms are geared 
to bureau classification and rating fac- 
tors. For competitive purposes, non- 
bureau companies have abandoned 
some of these rating factors and per- 
haps properly so since they no longer 
(if they ever did fully) reflect condi- 
tions, realistic protection standards, 
and the like. Since World War II 
housing not only has shown great 
growth but also many changes in pat- 
tern, one of the most obvious of which 
is the movement to the suburbs. 

Homeowners has grown so rapidly 
it almost has reached a volume of pre- 
mium and accumulated enough ex- 
perience to stand on its own feet. Con- 
sequently, classifications and _ rates 
that will enable bureau insurers to 
compete more successfully for HO vol- 
ume might be reached through the 
handling of HO. However, since the 
fire and allied lines rating goes back 
to base on bureau fire classes and 
rates, apparently the fundamental job 
is to revise the latter. That will need 
to be done first. 

Whatever the specific actions that 
are taken, bureau insurers are exhib- 
iting a growing determination to put 
up a competitive fight for good dwell- 
ing business. They are not going to 
continue to lose it by default.—K.O.F. 





Personals 


John F. Neville, secretary of Ameri- 
can Insurance Assn., and Mrs. Neville, 
are the proud parents of a 6% pound 
girl, Victoria, born June 7 at Harkness 
Pavilion, New York. This the Nevilles’ 
third child. 


L. F. Hawley, president of Newhouse 
& Hawley, has returned to Chicago 
from a three-week visit to London 
where he conferred with London cor- 
respondents of Newhouse & Hawley 
and with underwriters at Lloyds. 


Herbert S. Brewer of Lockport, 
immediate past president of New York 
State Assn. of Insurance Agents, was 
honored at the annual meeting of 
Greater Lockport Insurance Women’s 
Club with a special certificate of merit. 
Mr. Brewer installed the new officers, 
headed by Miss Loraine Sinclair, presi- 
dent. 


E. D. Lawson, vice-president western 
department Fireman’s Fund, has been 
named to the executive committee of 
Cook County (Chicago) chapter of the 
National Foundation for Infantile 
Paralysis. 


Roy G. Bachman, former president 
of General Adjustment Bureau, Inc., 
was honored at a testimonial dinner 
in New York attended by 47. W. L. 
Nolen, U.S. manager of North British 
and chairman of GAB, acted as toast- 


master. Nr. Nolen commended Mr. 
Bachman for his contributions to the 
business during 26 years with GAB. 
Ralph R. Moe, P. M. Douglass, W. T. 
Murphy, J. F. Miazza, Ben M. Butler, 
Milton Ignatius, Eli Berger, and 
George Jordan also spoke in tribute to 
Mr. Bachman. Farewell gifts presented 
by his bureau associates included a 
power saw and a portrait. Mr. Bach- 
man, the first bureau staff member to 
be president of GAB, retired recently 
at his own request. He was succeeded 
by Mr. Butler. 


Robert B. Douglass of Potsdam, who 
recently was elected executive vice- 





Raymond A. Muth 


Robert B. Douglass 


president of New York State Assn. of 
Insurance Agents, has been in busi- 
ness since 1942, when he became 
manager in Potsdam of a branch of the 
Pitt agency of Canton. He purchased 
the branch in 1946. He founded the 
agency management school of the 
association held annually in Sagamore. 
He is past president of Insurance Fed- 
eration of New York. His father owns 
the A. F. Mills agency of Carthage. 

Raymond A. Muth, the new treas- 
urer of the state association, is presi- 
dent of the George W. Muth & Son 
agency of Newark, N. Y., which was 
established in 1884 by his grandfather 
and was continued by his father, Wal- 
ter R. He is past president of the 
four-county board which includes 
Newark. He is past president of the 
chamber of commerce and Rotary 
Club there. 


James B. Donovan, general counsel 
of National Bureau and a member of 
the New York law firm of Watters & 
Donovan, spoke on strategic intelli- 
gence and its use by the United States 
at a meeting of St. Paul’s Guild, New 
York. Mr. Donovan was_ general 
counsel 1943-45 of the U. S. Office of 
Strategic Services. 


H. C. Roberts of Canton, past presi- 
dent of Mississippi Assn. of Insurance 
Agents, has been named chairman of 
Mississippi Economic Council, which 
is the state’s chamber of commerce. 
He is one of the men largely responsi- 
ble for the committee’s home town 
development program. 


Victor O. Schinnerer, Washington 
agent and president of Washington 
Board of Trade, and Kenneth R. 
Underwood, manager of Insurance 
Rating Bureau of District of Columbia, 
were named member and _ associate 
member of the year by District of 
Columbia Assn. of Insurance Agents. 


John Ryerson, partner in the Koeh- 
ler agency of Milwaukee, has been 
elected president of Milwaukee Junior 
Chamber of Commerce. 


J. Milburn Smith, president Conti- 
nental Casualty, and John Burkhard, 
president of College Life of Indiana, 
were among the nine distinguished 
persons to receive honorary degrees 
of doctor of law at the commence- 
ment ceremonies of DePauw Univer- 
sity, Greencastle, Ind. Presentations 
were made by Dr. Russell Humbert, 
president of DePauw. 

Mr. Burkhard is an alumnus of 
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DePauw. Mr. Smith’s younger daugh- 
ter, Lillian, was in the graduating 
class and Mr. Smith was president of 
the DePauw Dad’s Assn. last year. 

Miss Smith is being married June 
26 to Theodore Julian, who graduat- 
ed at DePauw last year and is now 
attending University of Michigan law 
school. 


William S. Hults, New York motor 
vehicle commissioner, has been elected 
president of region 1 of American 
Assn. of Motor Vehicle Administrators. 
He was formerly a local agent in Port 
Washington, N.Y. 


Charles O. Jenkins of St. Petersburg, 
who recently was elected president of 
the Florida Assn. 
of Mutual Insur- 
ance Agents, suc- 
ceeded Thomas A. 
Stang of Jackson- 
ville. Mr. Jenkins 
opened the agency 
bearing his name 
in 1946, prior to 
which he was a 
member of the St. 
Petersburg police 
department. His 
election culminates 
several years of 
service to the agents’ association. 


Helen Codere, daughter of C. F. 
Codere, chairman of St. Paul F.&M., 
has been awarded two scholarships to 
conduct anthropological research in 
East Africa. She is a professor of 
anthropology at Vassar and the schol- 
arships are from the Vassar faculty 
fellowship and the John Simon Gug- 
genheim fellowship. 





Charles O. Jenkins 


Ben Voth, president of Standard of 
Tulsa, received an honorary doctor of 
laws degree from Phillips University 
of Enid, Okla., in recognition of his 
service to the community. 


Deaths 


S. C. CARROLL, retired vice-presi- 
dent of Mutual Benefit H.&A., died 
after a long illness. 

Mr. Carroll join- 
ed Mutual of Oma- 
ha in 1923 after 
several years with 
the Kansas depart- 
ment as a deputy. 
He was named 
special assistant to 
the late Dr. C. C. 
Criss, president 
and founder. In 
1940 he was made 
a vice-president. 
Mr. Carroll was a 
past president of the old H&A Under- 
writers Conference. 


JACK R. WOLFORD, 36, deputy 
commissioner of the Kentucky depart- 
ment, died at Lexington after a short 
illness. 


HARRY F. KEATOR, 83, chairman 
of Stewart, Keator, Kessberger & 
Lederer general agency of Chicago, 
died at St. Francis Hospital, Evanston. 
Mr. Keator, who has been inactive in 
operation of the agency for the past 
two years, was one of its founders in 








S. C. Carroll 
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1920. He had formerly been a vice- 
president with Joyce & Co. of Chicago, 
beginning his long insurance career 
with that agency after having been in 
the advertising business. His son, 
Harry F. Keator Jr., is a vice-president 
of Stewart, Keator, Kessberger & 
Lederer. 


TOM V. MYERS, 53, agent at Ed- 
wardsville, Ill., died at Highland, Il. 


LESLIE L. PRESCOTT, 55, Shreve- 
port, La., agent, died there of a heart 
attack. 


PAUL M. BROWN, a pioneer in 
aviation insurance and with Bowes & 
Co., London Lloyds representatives, at 
Chicago from the middle ‘20s until he 
retired as a vice-president in 1943, 
died in Mexico City, where he had 
moved after retiring. 


ROBERT J. LYLES, 56, former local 
agent at Austin, Tex., died there after 
a prolonged illness. 


D. EDWIN MISNER, 57, manager of 
the Long Island office of North Amer- 
ica companies, died at his home in West 
Hempstead, L. I. He had been with 
North America 15 years as agency su- 
perintendent in the New York office, 
manager of the New York service of- 
fice and, since 1950, manager of the 
Long Island service office. 


Stocks 


H. W. Cornelius, Bacon, Whipple & Company 
135 S. La Salle St., Chicago, June 9th, 1959 
Bid Asked 
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American Equitable ...............00 402 42 
GROTTO GOR. De) cersnsnicesecsctctinscercsne 25 26 
American Motorists .............0000 1834 20 
FO | se 2212 23% 
IIS 5 diccdaciieationtccdienIntresdinitedctepastidacs 3242 34 
Continental Casualty ............00 115 118 
Crum & Forster . 62 65 
Federal _............. 60 62 
Fireman’s Fund .. 54 55% 
General Reins. 79 81 
Glens Falls ...... 32% 33% 
Great American ae 36 37% 
Hartford Fire ............... —< oo 180 
Hanover Fire ...... 37% 39 
Se Ae ee 4912 51 
Ins. Co. of No. America ... 122 125 
GUE IRA vcintesesenseacnarcosqness 33 35 
Maryland Casualty ~-- 24% 3542 
Mass. Bonding ....... ——t 33 
National Fire ...... —— 120 
National Union ................ i 41 
New Amsterdam Cas. ... 45 4615 
New Hampshire ............... 43% 45% 
North River .............. w. 39% 39 
Ohio Casualty ...... a Bid 
Phoenix, Conn. .. 73% 75 
Prov. Wash. .............. 19 20 
Reins. Corp. of N 20% 22 
ee a 50 
St. Paul F. & M. ....... ——7 60 
Springfield F. & M. ... 29 30 
Standard Accident ... 54 56 
PEND “aasatinstectnseciovens 81 83 
Wh et ee ... Mio, 84 
Nk I cn Ueocissaincsveclabe coated 2812 30 


Pa., Ariz. Auto Rates 


Revised By Mutual Bureau 


Mutual Insurance Rating Bureau has 
increased rates on private passenger 
cars in Pennsylvania by 21%, on com- 
mercial cars, 13.5% and on division 
one garage risks, 13.3%. Revision in 
Arizona on the respective classes re- 
sult in a decrease of .9%, an increase 
of 7.2%, and no change. 
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fells Progress, Purpose Of NYC Special Arbitration Program 


mechanics involved in submitting a 
case before a special arbitration panel. 

Although the agreement is a rela- 
tively new program of the Combined 
Claims Committee, completely separate 
and distinct from the Nationwide In- 
ter-Company Arbitration Agreement, 
its seeds were sown in article 2 of the 
latter agreement. 

Under this article any controversy 
between or among insurance compan- 
ies can be submitted to arbitration by 


(CONTINUED FROM PAGE 11) 
consent of the interested companies. 
The procedure has been used effective- 
ly in many cases before the various 
committees, but, being voluntary, there 
have been situations wherein it could 
have been applied advantageously, but 
for one reason or another, the insurers 
sought other ways to resolve their 
differences. 

In 1954, the public relations com- 
mittee of New York City Casualty 
Insurance Claim Managers’ Council, 


also sponsored by the Combined Claims 
Committee, gave the first formal con- 
sideration to a program of “special 
arbitration,” following a request from 
the joint conference committee com- 
posed of plaintiffs’ attorneys and in- 
surance executives appointed by Judge 
Peck, the then presiding justice of the 
appellate division, New York supreme 
court, to consider problems of court 
congestion. However, it was not until 
September, 1955, that a definite study 
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was undertaken. At that time the Com. 
bined Claims Committee reviewed the 
1955 report of the Temporary Com. 
mission on the Courts in New York 
wherein specific comment was made 
on the subject of co-defendants being 
unable to agree on their proportionate 
share of a settlement figure. The view 
was expressed in this report that these 
cases led to unnecessary litigation, 
especially where the parties agreed op 
what the plaintiff should receive, byt 
could not agree on what share; if any, 
should be borne by the respective eo. 
defendants. The temporary commis. 
sion noted that following settlement 
with a plaintiff some insurers did sub- 
mit these problems to a_ voluntary 
informal arbitration proceeding, but 
felt that greater use could be made of 
arbitration facilities in resolving these 
difficulties. 


Members Total 142 


The Combined Claims Committee 
concurred in the commission’s views 
and recommendations on this point, as 
it felt they were completely in 
accord with the insurance industry's 
efforts to avail itself of every oppor- 
tunity to contribute its share to the 
relief of court congestion and to co- 
operate in every way towards this end, 

To further implement this recom- 
mendation, a subcommittee on special 
arbitration was appointed for the pur- 
pose of drafting an agreement to sub- 
mit for the review and approval of 
member companies of Assn. of Cas- 
ualty & Surety Companies and Nation- 
al Assn. of Mutual Casualty Companies, 
both of which are represented on the 
Combined Claims Committee. A year 
and a half was devoted by the sub- 
committee to this labor. During this 
time all phases of the problem were 
considered, various drafts prepared, 
reviewed, and revised. The _ special 
arbitration agreement was the product 
of this study. 

The first list of signatory companies 
was published in September, 1957, with 
96 companies. The latest list of Sep- 
tember, 1958, counted 142 signatories, 
including large independent insurers. 

Under the agreement signatory com- 
panies bind themselves to arbitrate 
disputes arising from situations where- 
in each has issued, either a policy of 
casualty insurance covering one or 
more of a number of parties, each 
asserted to be legally liable for an 
accident or occurrence out of which a 
claim or suit for BI or PDL arises; or 
where each has issued separate policies 
of casualty insurance to the same 
party or parties asserted to cover an 
accident or occurrence out of which 
a claim or suit for bodily injury or 
property damage develops. This com- 
pulsory provision is limited to claims 
or suits wherein a settlement has been 
completed with a plaintiff for an 
amount not in excess of $10,000, which 
figure the interested signatories have 
agreed is the value of the case to the 
plaintiff, regardless of the insurers’ 
disagreement as to the proportionate 
share between or among the defend- 
ants. 


Insurers Hold Equal Status 


If the amount of settlement exceeds 
$10,000, the insurers may by agreement 
still avail themselves of the facilities 
of the special arbitration program, 
provided the controversy meets the 
agreement’s geographical limitation by 
arising from a suit or claim in the 
metropolitan New York City area, 
including the adjacent counties of 
Nassau, Suffolk and Westchester. 

In the settlement of a_ plaintiffs 
case, on a matter to be submitted to 
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the inter-company dispute contributes 
an equal share toward the settlement 
figure, which contribution is made 
without prejudice to either insurer as 


te the issues to be heard and ruled up- 
on by the special arbitration panel. 

As distinguished from the Nation- 
wide Inter-Company Arbitration 
Agreement, neither insurer in special 
arbitration is designated as an appli- 
cant or respondent. Each insurer stands 
equally before the committee. 

If a matter falls within the provi- 
sions of article 1, arbitration may be 
initiated by either insurer filing a 
“notice to arbitrate form” with the 
special arbitration committee together 
with a filing fee of $10. A copy of the 
form is forwarded to the other inter- 
ested insurer, which in turn also for- 
wards the special arbitration commit- 
tee its fee of $10. 

Upon receipt of the notice to arbi- 
trate form and the filing fees from each 
interested insurer, the Combined 
Claims Committee forwards the in- 
surers a slate of prospective arbitrators 
who under the rules are drawn from 
the alphabetical listing of the entire 
special arbitration committee. Each 
insurer has the right to strike one 
name from the list of five, with three 
remaining names constituting the pan- 
el for the particular case. If neither or 
one of the insurers does not elect to 
strike, then the first three unstruck 
names in the list of five automatically 
become the panel for the case. 


No Appeal Provision 


Following the selection of the panel, 
the parties are required to submit to 
the special arbitration committee, 
within 15 days, a statement of facts, 
agreed if possible, a brief or argument 
in support of their position and any 
other evidence considered appropriate 
to the issues. When these papers have 
been filed a hearing date is set with 
timely notice to all interested parties. 
The average time consumed in a hear- 
ing is approximately two hours. Within 
10 days after a hearing, the panel is 
required to render its decision, a copy 
of which is forwarded to each insurer. 

As in the Nationwide Inter-Com- 
pany Arbitration Agreement the deci- 
sion of the special arbitration panel is 
final and binding upon the insurers 
without the right of rehearing or ap- 
peal. 

The special arbitration committee is 
appointed by the Combined Claims 
Committee from qualified representa- 
tives of signatory companies recom- 
mended to the committee by their 
home offices, as qualified to hear and 
rule upon the intricate issues presented 
by matters under the agreement. The 
members of the special arbitration 
committee occupy responsible position 


Executive @ffices 


FieNATIONAL UNDERWRITER 


with their companies and are endowed 
with the necessary qualifications of 
education, experience and _ judicial 
temperament required in the consider- 
ation of and decision on matters under 
this program. 

The first case actually filed in spe- 
cial arbitration was in December, 1957. 
It has been followed by 17 additional 
cases in which the total amount of 
agreed settlements with third party 
plaintiffs came to $134,150. The largest 
amount filed in a single case to date 
is $52,000 and the smallest amount is 
$650. The average amount of third 
party settlements in cases submitted 
to special arbitration has been $7,450. 


25% Exceed Limitation 


Although a monetary limitation has 
been set by the Combined Claims Com- 
mittee at $10,000, it is interesting to 
note that approximately 25% of the 
cases filed in arbitration have exceeded 
this figure. 

The situations submitted for the 
panels’ consideration have ranged in 
varying degrees of complexity. 

A typical case involving the insurers 
of co-defendants under automobile 
liability coverage arose out of an in- 
jury sustained by a passenger in one 
of the vehicles. The passenger started 
an action against the owners and 
operators of both automobiles. Negotia- 
tions reached a point where the plain- 
tiff was agreeable to a_ settlement 
figure under $10,000. While both in- 
surers regarded the figure as reason- 
able, each felt the other should pay 
the entire amount, both claiming free- 
dom from negligence on the part of 
their respective insureds. The accident 
took place on a rainy evening in a 
railroad underpass when a skidding 
motion on the part of one of the cars 
set in force a series of events which 
resulted in a sideswipe collision. 

The insurer of the skidding car 
maintained that its driver had the car 
under control long before the adverse 
vehicle approached and that its car 
remained at all times in the proper 
lane. The other driver claimed that 
the skid took place when the vehicles 
were in close proximity and the impact 
took place on his side of the highway. 
The physical facts brought out at the 
hearing played an important role in 
determining the accuracy of each 
drivers’ observations. There was evi- 
dence of speed, bald and threadbare 
tires, right side vehicle damage, etc 
with the result that the panel absolved 
one driver from negligence and ruled 
that the settlement should be carried 
entirely by one insurer. 

Another situation requiring the at- 
tention of a special arbitration panel 
developed from an accident in which 
a third party was injured by a truck 
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hauling sand on a road construction 
project. The truck was covered by 
non-signatory insurer with low limits. 
Its owner was involved in contract 
arrangements with or between a gen- 
eral and subcontractor, both of whom 
were insured for high limits by separ- 
ate signatory companies. The truck 
owner’s limits were exhausted in the 
settlement negotiations, leaving an 
excess of $21,000 which was paid by 
the general and subcontractor’s insur- 
ers for the purpose of concluding the 
litigation and bringing their differ- 
ences into arbitration. 

Intricate issues were involved by 
reason of the contract and various 
relationships created thereby between 
and among the insurers’ insured and 
by a coverage question raised by this 
set of facts. One question concerned 
the relationship of the general con- 
tractor to the subcontractor, together 
with questions relating to the relation- 
ship of the subcontractor to the state 
highway authority, the truck owner to 
the subcontractor and the truck owner 
to the general contractor and his re- 
lationship to both. Another question 
concerned itself with the status of the 
arrangements under the respective 
policies of insurance, one of which 
contained a hired car endorsement, 
and the other a non-ownership en- 
dorsement, etc. 

The special arbitration panel also 
had for decision a problem that pre- 
sented itself to signatory companies 
when a member of the public fell at 
or near the entrance way to a store. 
One signatory covered the owner of 
the premises, the other signatory cov- 
erted the tenant. The principal issue 
was whether the tenant or the owner, 
or both, exercised control over the 
accident scene. 


~ 


Interest, Enthusiasm, Widespread 


Loading and unloading situations 
have required the attention of the 
committee, as well as a question be- 
tween automobile insurers relating to 
the transfer of title between their 
respective insured. The program has 
also been used to assist signatory com- 
panies in resolving a problem created 
by an accident to a third party who 
tripped over an extension cord running 
from a wall to the motor of insured’s 
car. Both the car and the building 
were owned by the same _ insured, 
although each hazard was covered by 
a different insurer. 

Although there have been 18 filings 
in special arbitration, from the inquir- 
ies received by the staff, many other 
difficulties between signatory com- 
panies have been resolved by the very 
existence of these facilities. 

While the program is new, every 
indication is that accelerated use will 
be made of these facilities during the 
year ahead as the 1959 filings for the 
first two months represent 75% of the 
total filings made in 1958. 

Interest in the program has been 
widespread and claim men in other 
localities have lauded the program and 
expressed the desire that similar facil- 
ities be created by the Combined 
Claims Committee in strategic loca- 
tions throughout the United States. 
Unquestionably, the special arbitration 
program fills a definite need for the 
casualty insurers and its future holds 
every promise of continued valuable 
service to the insurers and to the pub- 
lic at large, by providing facilities for 
the removal of troublesome litigation 
from heavy court dockets. 

A Pennsylvania bill, passed by the 
senate and sent to the house, would 
raise to $10,000 the amount insurers 
could pay in salaries and emoluments 
without approval of directors. 
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Old Problems Reappear At NAIC Annual; Hammel Elected 


New Orleans, they being: Rinehart of 
Alabama; Titano of Guam; Sears of 
Maryland; Whitney of Massachusetts; 
Blackford of Michigan; Magnusson of 
Minnesota; Grubbs of Nebraska; 
Thacher of New York; Stowell of 
Ohio; Musser of Oregon; Roberts of 
Rhode Island; Long of Tennessee, 
and Adams of Wyoming. All of them 
were inducted into the Nebraska 
navy. 

Debate on such a high level of un- 
derstanding that the implications were 
caught by only a few of those in the 
room featured the meeting of the sub- 
committee on credit life and credit 
A&H legislation. William J. Walsh of 
Consumer Credit Insurance Assn. held 
the center of the stage on this score. 
Two of the commissioners asked him 
if he could let them in on just what 
was being discussed, but Mr. Walsh 
said he did not think such matters 
should be elaborated upon in an open 
meeting. 


Gerber Presides 


Gerber of Illinois, the chairman, 
presided. He called on Roger Downey 
of New York to report on the status of 
the credit life blank. Mr. Downey said 
the current blank is inadequate for the 
national survey of credit coverages 
which NAIC is undertaking. At the 
December meeting a resolution was 
adopted calling for inclusion in the 
annual statement supplements of es- 
sentially the information -required in 
the NAIC survey of August, 1957. An 
amended form has been submitted and 
Mr. Downey said he has every expec- 
tation it will be adopted by the execu- 
tive committee. It calls for complete 
reporting of reinsurance treaties of 
credit life and credit A&H, both as- 
sumed and ceded for both group and 
individual. Additionally, the instruc- 
tions have been made more explicit. 

Mr. Gerber reported that 14 states 
have enacted credit insurance legisla- 
tion, some prior to drafting of the 
NAIC model bill. Eight states still 
have their legislatures in session and 
the model bill is pending in them. In 
six states the bill did not pass. 

The record, Mr. Gerber remarked, is 
“rather good” for such a volatile field. 
In some areas, the banks and finance 
companies have opposed it, but he at- 
tributed it to misunderstanding of the 
bill and its purposes. He urged the in- 
dustry to support the bill, while the 
commissioners, he implied, had better 
do so because they may have in the 
future to account for their efforts to 
secure passage of this type of regula- 
tion. 


LIA, ALC Give Support 


Albert Pike of Life Insurance Assn. 
said LIA and ALC have supported the 
model bill, although as it is introduced 
in the states a number of suggestions 
for changes have arisen. His organiza- 
tions intend to work up some amend- 
ments which will be filed with NAIC 
after Labor Day. 

Mr. Walsh at this point broke up the 
harmony by asserting, among other 
things, that there is a lack of knowl- 
edge among commissioners as to the 
authority the bill gives them. This is a 
vital issue, he declared, and may be a 
large issue when the industry suggest- 
ed amendments are filed. Emotional- 
ism is taking over in the credit insur- 
ance regulation area, he _ charged. 
There is a lot of worrying about Wash- 
ington, but “it doesn’t help if you’re 
dead before you get to Washington,” 
he said. 


(CONTINUED FROM PAGE 1) 


CCIA was one of the first to support 
the model bill, Mr. Walsh recalled, but 
he said he wonders now, “with cha- 
grin,” if that wasn’t a mistake. 

In the majority of states where the 
bill has failed, Mr. Walsh added, it 
will continue to fail if the industry is 
to be crucified. The problem is that of 
implementation, he declared. The in- 
dustry was asked to trust the commis- 
sioners, but that isn’t working out. 
Maybe, he said, the big problem is go- 
ing back to that question of trusting 
the commissioners. It has been a prob- 
lem state by state. 

Mr. Gerber admitted the problem is 
a trying one, full of differences. But, 
he said, to defeat the legislation will 
avail the industry nothing, nor the 
commissioners. The public will lose. 

Commissioners Palmer of Indiana 
and Beery of Colorado wondered about 
what Mr. Walsh was driving at, and 
asked him for elucidation, but Mr. 
Walsh opined that much of the precise 
nature of the problem would be bet- 
ter left unsaid at an open meeting. 

S. Daniel Juliani of Aetna Life 
brought up two problems of his com- 
pany. Clients of Aetna Life offer cred- 
it insurance in a truly non-contribu- 
tory basis. They feel the bill is onerus 
to them and would like to be excepted. 
Secondly, there is no provision in the 
bill for a transition period, but the 
change it brings about is enormous. 
He suggested a six month wait before 
the full impact of the bill is put into 
effect. 


Harrington Urges Action 


C. F. J. Harrington, Boston, execu- 
tive vice-president of National Assn. 
of Casualty & Surety Agents, urged 
action on the bill as necessary for pro- 
tection of the public, and Taylor Big- 
bie of National Assn. of Life Under- 
writers reiterated his organization’s 
feeling that the bill should include a 
maximum premium provision. 

The subcommittee on group fire 
and casualty insurance, headed by 
Bennett of Iowa, spent its time going 
over the current situation in the fic- 
titious group field. John Binning, for- 
mer Nebraska director and now with 
a law firm in Lincoln, gave a report 
which outlined the problem. 

For the purpose of insurance buy- 
ing, he said, groups are formed which 
do not and cannot develop a credible 
volume of statistics for rating. Some 
of these artificial groups may be, from 
insurance standpoint, unlawful and 
unfairly discriminatory. Laws may be 
violated through payment of dividends 
or offering credits through a trade as- 
sociation; by payment of commissions 
to associations or its officers; by false 
advertising to association members 
(perhaps at the behest of an insurer); 
or by misrepresentation of a dividend 
basis. There is the further possibility 
of law violation by way of soliciting 
business without a license (with as- 
sociations participating). 

Much of this business, it was added, 
is not properly rated; the underwrit- 
ers are given wrong information, and 
the business is handled by out-of- 
state agencies which may or may not 
be licensed. 

This is a big thing in the medical 
field, he declared. 

Frank Hart of the Kentucky de- 
partment said his state has made a 
study of this problem over the past 
18 months. The complaints are backed 
by detailed information and the de- 
partment has files and copies and 
photostats of the data. These are in- 
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dividual complaints, he stated, mostly 
in the medical field. 

Asked by Beery of Colorado if he 
had a remedy to suggest, Mr. Hart 
commented that an important item in 
the problem is the activity of non. 
resident agents and brokers. Compa. 
nies are supposed to do business only 
with licensed agents and brokers, he 
noted. But when they fail to do s0, 
“it is a very serious thing, and some of 
these companies may find their cer. 
tificates revoked.” Mr. Hart said he 
hoped court proceedings would not be 
necessary, observing that the problem 
is one the business should straighten 
out by itself. 

At the session of the subcommittee 
on the regulation of advertising, status 
reports were offered on the Travelers 
Health case and on state legislation, 
Grubbs of Nebraska presided. 

C. C. Fraizer of Fraizer & Fraizer, 
Lincoln attorneys, special counsel of 
Health Insurance Assn., gave the re- 
view of the Traveler’s Health case, 
which is on appeal to the U.S. Supreme 
Court for rehearing. 


Grubbs Gives Report 


The presentation of legislation was 
made by Mr. Grubbs, who reported 
that the NAIC all-industry fair trade 
practice act currently is in 47 states, 
Hawaii and Puerto Rico. The bill has 
passed the Illinois senate and it has 
been reported favorably in the Cal- 
ifornia house. 

The 1950 uniform accident and sick- 
ness policy provisions law is in 48 
states, District of Columbia, Hawaii 
and Puerto Rico. 

The NAIC unauthorized insurers 
service of process act has been adopted 
in 44 states, District of Columbia, Ha- 
waii and Puerto Rico. 

Thirty-one states have adopted the 
NAIC advertising rules. 


No Meeting With FTC 


Mr. Grubbs asked whether it might 
not be worthwhile to have another 
meeting with FTC to get the FTC opin- 
ion of some aspects of the ad rules, 
etc. He was advised by several of the 
industry leaders to hold off such a 
meeting while the question of FTC 
jurisdiction is being considered by 
the Supreme Court in the Travelers 
Health case. 

Those interested in the doings of 
the subcommittee on review of state 
insurance laws had to squeeze into 
one of the smaller meeting rooms in a 
modified version of the college fancy 
for crowding into telephone booths. 
Fortunately not much heat was gen- 
erated, the session being devoted to a 
report of Grubbs of Nebraska on some 
assignments given him at an earlier 
meeting of the group. 

Pearson of West Virginia, the chair- 
man, reported that the subcommittee 
had discussed some of the recommen- 
dations made at the New Orleans 
meeting. 

Parker of Virginia was to have made 
a report on some of this, but he was 
absent. Mr. Grubbs, however, was 
prepared. He had rough draft legisla- 
tion to afford commissioners the same 
rights and powers as insured and ben- 
eficiaries under the unauthorized in- 
surers service of process act (which 
was too long to read), a definition of 
“doing business,” which he read, 
as an alternative to the doing business 
definition, a bill entitled unauthorized 


insurers false advertising process act. , 


The definition of “doing busin 
included acts by agents, brokers, by 
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advertising, mail or otherwise in the 
solicitation, negotiation or inducement 
toward the issuance, transmittal or re- 
newal of a policy, as well as any sub- 
sequent transaction, including premi- 
um collection. 


Moses Hubbard of International 
Federation of Commercial Travelers 
asked if Mr. Grubbs suggested bills 


were being received by the subcom- 
mittee for action now or later, and was 
told by Mr. Pearson they would be 
considered later. 

The casualty and surety committee, 
Mahoney of Maine chairman, held its 
liveliest session in several years. Dis- 
cussion of auto cancellation problems 
and the question of auto warranty 
contracts was complete, interesting 
and dramatic. It was obvious that 
nothing could be decided in the near 
future on either of the issues, which 
fact gave the speakers a little more 
leeway in their remarks. 

Troy W. Cox of the West Virginia 
department offered some startling 
views on cancellations, taking the 
position that an inequity is perpe- 
trated on the public by having the 
insured take short rate when he can- 
cels while the company can cancel 
pro rata. This is no contract at all in 
the eyes of the public, Mr. Cox 
averred. The insured is confronted 
with financial loss by reason of short 
rate plus probably a higher rate on 
his new insurance. Often, Mr. Cox 
charged, cancellations are for no better 
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reason than “spite” on the part of an 
underwriter, or “similarity of names,” 
and are based frequently on the re- 
ports of investigation agencies outside 
the jurisdiction of the insurance de- 
partments. 

As a means of ending what Mr. Cox 
described as wholesale cancellations, 
he suggested: (1) The company should 
cancel short rate on the unearned 
premium (thus penalizing the company 
under a yet-to-be worked out table), 
(2) that the insured not be charged a 
premium for the 10 days notice under 
the cancellation clause, or (3) that 
there be an even larger penalty than 
this short rate idea assessed against the 
insurer. 

Elmer Twaits of National Bureau 
said he didn’t know the bureau com- 
panies had been thought to be guilty 
of cancellation activities as described 
by Mr. Cox, although he said he had 
heard of such things in connection 
with the independents. It isn’t a seri- 
ous over-all industry problem, Mr. 
Twaits declared. It is costly for the 
companies to obtain business and once 
they get it they are not likely to dis- 
miss it without good cause. On top of 
that, it costs money to cancel. 


Heard Correctly? 


Thomas Morrill of State Farm Mu- 
tual Auto said he hoped he had heard 
Mr. Twaits incorrectly when it seemed 
he had made a gratutitous reference 
to cancellations by independent com- 
panies, a remark which, Mr. Morrill 
said, would have been entirely un- 
called for. 

The omnibus nature of auto insur- 
ance should be studied when discuss- 
ing cancellation, Mr. Morrill said. The 
company can select the car it is insur- 
ing, but not the driver. Over the years 
drivers change and new drivers enter 
the picture. Only 1 in 100 of State 
Farm’s insured are cancelled on re- 
newal. New business is cancelled at a 
higher rate, he admitted, because that 
is when inspections are made. 


Harrington Suggests Study 


C. F. J. Harrington, National Assn. 
of Casualty & Surety Agents, sug- 
gested the matter be studied. Mr. Cox 
wondered, if there are so few can- 
cellations, why the companies would 
feel they have anything to lose by the 
adoption of any of his suggestions. Mr. 
Harrington said there certainly is 
something to be lost in states having 
a compulsory law, because there can- 
cellations are made. 

The matter was put over to execu- 
tive session. 

The committee had a good go- 
around on the car warranty question, 
details on which will be reported next 
week. Mr. Mahoney described the prob- 
lem as originating with the old fly-by- 
night warranty companies which are 
now mostly out of business. They sold 
their contract through car dealers, but 
when a claim arose the warrantor was 
nowhere to be found. The dealer got 
a black eye, and often it was dis- 
covered that the insurer named at 
the bottom of the warranty as guaran- 
teeing the contract did not even know 
its name was being used. Today only a 
few warranty companies are left, and 
the largest consolidated warranty sys- 
tem, has the problem, state by state, 
of whether to do business as a war- 
ranty company or as insurance. 

James Smith, president of Consoli- 
dated, related some details of the 
difficulties his organization has en- 
countered. Again the committee was 
dealing with a matter not susceptible 
to a quick and easy solution, and the 
discussion was lengthy and involved. 
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Wins Case Involving Insured’s Choice Of Cover 


(CONTINUED FROM PAGE 6) 


all incidents of its policies and to ex- 
plain the wording and the scope of 
coverage was more far reaching. 
This duty did not mean that the in- 
surer changed places with a broker 
employed by the plaintiff, or that the 
company undertook a broker’s obliga- 
tions, the court said. Nor did it mean 
that the insurer was on notice that 
it should treat the plaintiff companies 
as corporate persons who were de- 
ficient in an understanding of their 


own requirements concerning fire cov- 
erage, because that is an everyday 
necessity of business life. 

The court observed that a mutual 
company is not inherently unable to 
deal with an insured at arms length 
merely because it is a mutual. 


Insurer’s Duty Defined 


The court referred to the insurer’s 
duty to advise during solicitation and 
said that after a policy has been writ- 


ten this duty may be likened to that 
of a lawyer or a doctor—to respond to 
requests made by one who thinks he 
needs advice. The lawyer or doctor 
expects to be paid for his advice, how- 
ever, while the insurer was not en- 
titled to payment except as reflected 
in the premium. 

This obligation to advise does not 
imply the need to nurse or to act as 
an attendant, the court said. The word 
“mutual” in the name of the insurer 
does not mean that the company be- 
came a guardian of the plaintiffs. It 
undertook to promote their interests 
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by periodic inspection of plants, the 
study of fire prevention methods, and 
recommendations arising therefrom, 
and the making of suggestions touch- 
ing upon proper and efficient cover. 
age, and the readjustment of premium 
charges after compliance with correc. 
tive recommendations. 

The advertising of the insurer upon 
which the plaintiff claimed to rely was 
not deemed to have created a special 
relationship between the parties to the 
case, in excess of the court’s under- 
standing of the principles which could 
be accepted by the jury as the law. 


Court Notes Testimony 


The court noted that testimony had 
shown that the insurer had offered 
blanket insurance to plaintiffs cover- 
ing one or more locations on a non- 
reporting basis, which was declined 
by plaintiffs, and that plaintiffs had 
from time to time up to May, 1952, 
increased the amount of coverage at 
the location of the fire but not there- 
after. The court asked the jury to con- 
sider what possible reason the insurer 
could have to refuse to issue a blanket 
policy when it was one of the forms 
that it ordinarily offered and for which 
a premium would be paid. The jury 
was also asked to consider why the 
increase in merchandise which must 
have occurred between May or June 
of 1952 and the time of the fire was 
not called to the attention of the in- 
surer in order that the policy could 
be increased. 

The jury was instructed to seek an 
answer in the evidence as to why 
there was no increase of coverage by 
plaintiffs in accordance with earlier 
practice, between May 7, 1952, and 
July 3, 1953. Following these instruc- 
tions, the jury decided unanimously 
for the insurer, and the court stated on 
the record that it would have found 
as the jury did. 

James M. Hughes and James J. 
Taylor of Bigham, Englar, Jones & 
Houston, New York, appeared for the 
insurer and Mr. Morrell, and Sidney 


J. Loeb of Prince & Loeb, New York, 


for the plaintiffs. 


Pacific Indemnity Names 
Smith And Lambertson 


Pacific Indemnity has appointed 
Lawrence M. Smith assistant comp- 
troller and C. H. Lambertson assistant 
secretary. Mr. Smith, with the com- 
pany more than 20 years, has been an 
accountant. Mr. Lambertson joined the 
company last year. He had been as- 
sistant controller of Pacific National. 


Cornbelt Increases Capital 

Stockholders of Cornbelt of Freeport, 
Ill., have voted to increase authorized 
capital from $500,000 to $1 million. 
The affiliated life company’s capital 
will be boosted from $100,000 to $300,- 
000. 

J. H. Donaldson, casualty manager, 
veteran of 25 years in the casualty 
business, was promoted to vice-presi- 
dent of Corn Belt. The company in 
the first quarter of 1959 showed a 
combined loss-expense ratio of 92.8. 
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A Safe Driving 
Plan for America 


A plan for creating a new means of 
achieving safety on the highways, de- 
veloped by William P. Henderson, is 
presented in this and the next 
issue of THE NATIONAL UNDERWRITER. 
Mr. Henderson is president of Hender- 
son Tire Co. of Detroit. He has become 
familiar to insurance men as the author 
of a number of articles on auto styling 
as it relates to insurance rating and 
losses. His plan for safe driving is not 
necessarily endorsed by THE NATIONAL 
UNDERWRITER, but is presented as an 
original means of attacking this impor- 
tant problem. The series began in the 
April 3 issue. 


Our way of life is constantly chang- 
ing, presenting new problems which 
must have new solutions. The failure 
of business leaders to supply solutions 
to problems that their business activ- 
ities help create generally ends up 
with government rules, regulations, 
controls or laws. Government solutions 
are stop gaps and restrictive, harmful 
to progress and, above all, costly. We 
must accept the efforts of our elected 
representatives because there is some 
degree of gain for the public welfare. 

High accident frequency which re- 
sults in billions of dollars expense 
presents a bewildering problem. If 
business leaders think a true solution 
will come from one of the legislative 
bodies of any of our states it is wishful 
thinking. If they further think the 
other of the 50 political bodies would 
duplicate it for essential national un- 
iformity it is a childish hope. 

Action by any state is guided by the 
public and political pressures in any 
given area. Mounting public pressures 
have resulted in fringe approaches of 
various kinds. Partial solutions of 
questionable value affecting only local 
areas is confusing and harmful. More 
of these costly laws will be passed 
that restrict mobility in an effort to 
reduce accidents. 


To solve our highway accident prob- 
lem a sound, safe driving plan has to 
be developed and presented to states 
for uniform national adoption. This 
can and should be done by business 
and industry who create our mobility 
and who make a profit in doing it. 
The combined efforts of such a group 
have the brains, skill, the man power 
to refine and develop a program as 
outlined. 


Combined they have the power to 
force adoption. It will cost them only 
a fraction by comparison with what 
the future will develop if nothing is 
done. The following is a partial list of 
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such industry or business and a 
rough estimate of their sales in billions 
of dollars that are adversely affected 
by the high accident toll. 


Automobile dealers 38 
Automobile manufacturers 18 
Petroleum industry (auto) .... 6 


PUNO NUE. 8. Ale Sule wSe se 5 
Steel industry (automotive) .... 4 
Automobile insurance business . § 
Cg reer eee ee 7 
TENNER <4 ats 'yitt «dla aa eta lade ee ase 83 


The adverse effect on their potentic! 
market is much greater than they 
imagine if we are to list just a few 
factors as they will develop. Using 
the 40,000 figure killed annually and 
less than one half the 125,000 perma- 
nently injured they lose about 100,000 
potential customers each year. This 
accumulates to one million lost cus- 
tomers in a ten year period. Given 
time, it will mount to a stationary 
figure of two million customers de- 
stroyed. That is three percent of their 
customer potential. 

The anxiety and worry about acci- 
dents is a reducing factor in both car 
sales and use. Plain refusing to ride 
in an automobile on crowded week- 
end travel periods, seeking other means 
of transport or finding pleasures near- 
by or at home account for an esti- 
mated loss of about two percent. 

Excessively high insurance rates 
caused mainly by high accident fre- 
quency in areas around Boston and 
New York City reduce car sales and 
use. In those areas it costs twice as 
much for insurance as the cost of 
gasoline to run the car. Both of these 
areas have compulsory’ insurance 
which is a further restricting factor. 
Proof of this is found in the records 
of North Carolina when it adopted a 
compulsory insurance law. Twenty 
six thousand cars from aé_e small 
registration went off the road in the 
first 90 days. A five percent loss of po- 
tential is a fair future estimate. Just 
the listed factors add up to a 10% loss 
of car sales and car use if we look to 
the future. ; 

While it is the task of many indus- 
tries, leadership must come from the 
automobile insurance business as it 
deals directly with the accident 
problem. The history of insurance is 
that it has helped create better prod- 
ucts and improved methods by the in- 
fluence of its rating. This rating pres- 
sure must be fully exercised. With in- 
surance leadership all business that 
creates mobility has a moral obligation 
to the nation to solve our highway ac- 
cident problem. 

Reprint booklets of this series are 
available: One copy 40 cents; 4 for $1; 


10 for $2; 100 for $15. Write Wm. P. 
Henderson, Inc., 1991 Woodward Ave- 
nue, Berkley, Mich. 


Hitke Promotes Kelso 

William H. Kel- 
so has been elected 
a vice-president of 
Kurt Hitke & Co. 
(Ill.) He is man- 
ager of the Spring- 
field office. 

Mr. Kelso has 
been with Hitke & 
Co. since 1951 and 
before that was 
with Dearborn 
Fire & Casualty, 
Glens Falls, Kelso 
& Sons Agency and 
Interstate Casualty. 

Miss Ortella Hinton continues 
office manager at Springfield. 


W. H. Kelso 
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Wohlreich & Anderson 
Appoints Lange V-P 


Wohlreich & Anderson has appointed 
Herbert Lange vice-president. He will 
be principally concerned with all risk 
and multiple line operations. He was 
previously superintendent of Great 
American’s multiple line department. 
He is a member of the New York bar, 
and has been an instructor in multiple 
line coverage courses at the school of 
Insurance Society of New York. 


Pacific Indemnity Raises 
Holle To Counsel Post 


Wayne C. Holle has been promoted 
to assistant general counsel of Pacific 
Indemnity. He joined the company in 
1952 as a claims attorney and for the 
past six years has been assistant to 
the general counsel. 


SPEAKING OF 


isn’t this the sort of situation in which fire insurance 
underwriters are sometimes placed? 


How can they be expected to expedite business, exercise sound 
judgment and produce lower loss ratios when handicapped 
by incomplete or out-dated information? 


In handling the flow of risks that pass over an underwriter’s 
desk, there is only one “fingertip” source of the thousand-and-one 
facts needed for sound underwriting. That is modern, 

up-to-date SANBORN MAPS — the eyes of underwriting. 


Is it any wonder that “mapping” companies save millions 
annually through lower average loss ratios? 
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WANTED 


Large Midwestern Automobile In- 
surer has attractive opening for am- 
bitious man with background in 
insurance accounting to assist chief 
financial officer with accounting, 
procedures, and financial functions. 
Applicant must be able to work well 
with associates and should have ad- 
ministrative ability. College gradu- 
ate with accounting degree pre- 
ferred, age 32-40 years. Give full 
particulars in first letter. Salary in 
line with proven ability. Write Box 
G-72, c/o National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 


INSURANCE 


Due to the expansion of Midwest shipping 
as a result of the opening of the St. 
Lawrence seaway, we have an opening in 
our Chicago office for a man experienced 
in the handling and preparation of marine 
hull and cargo claims. You will working 
with an average adjustor, and for one of 
the larger insurance brokerage firms in the 
country with international facilities. You 
should also have a working knowledge of 
yacht underwriting, and have some college 
education. Salary is open, opportunity un- 
limited. Please send complete résumé. Ad- 
dress Box G-98, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 
4, Ill. 














CHIEF ACCOUNTANT—POTENTIAL 
ASSISTANT CONTROLLER 


Our practice is to promote men within our 
organization for responsible executive posi- 
tions. However, due to rapid growth, it is 
necessary to find someone as soon as pos- 
sible between 25 and 40 with the following 
qualifications: 


1} College degree or equivalent 

2) Ability and experience in supervision 

3) Casualty and Fire annual statement ex- 
perience and familiar with IBM 

4) Wants permanent good paying position. 


This opening is with Farm Bureau Mutual 
and Life Insurance Companies of Michigan. 
If you can qualify for this position, write 
Box G-76, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


FIRE UNDERWRITING MANAGER 


Minimum 5 to 10 years insurance experi- 
ence. Proven executive ability. Age 32-40. 
Graduate Illinois Tech or similar engineer- 
ing background. Progressive multiple line 
midwestern company. Excellent opportunity 
for advancement. Salary commensurate 
with experience and background. Address 
Box G-92, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


N.A.'s New Auto 
Plan Is Analyzed 


(CONTINUED FROM PAGE 2) 

bond cost is $200 rather than $100, 
and personal effects are insured up 
to $200 against loss by collision, fire, 
lightning, flood, falling objects, explo- 
sion, earthquake or theft of the en- 
tire automobile. The family policy, on 
this point, covers loss of personal ef- 
fects without a special limit, but only 
to the extent that comprehensive in- 
surance would cover the loss, and then 
only to $100. 

Also, under the towing coverage, the 
service charge for delivery of gaso- 
line, oil, battery or tires is covered in 
the Champion, but not the cost of the 
particular items. Territorial limits are 
broadened to include 25 miles within 
Mexico. 


Hearing On Texas Auto 
Rates Slated For June 18 


The Texas insurance board has 
scheduled a public hearing on auto- 
mobile rates at Austin June 18. The 
board’s proposed merit rating plan 
will be discussed at that time. 





FIDELITY BOND UNDERWRITERS 


Young man 22 years of age or older with one or 
more years experience to train for or take over 
assistant manager’s position with outstanding 
large agency. Excellent salary and benefits. 
Older man age 60 or over who would like to work 
full or part time as fidelity bond underwriter. 
Experience in this line is necessary. Salary open. 
Write Box H-4, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 

















BOND 
SPECIAL AGENT 


Large mutiple line stock company, expand- 
ing operations, seeking man to underwrite 
& produce fidelity & surety business in 
Raleigh. This position is new, resulting from 
recent growth, and offers excellent oppor- 
tunity. Write in detail giving experience, 
background & salary requirements. P. O. 
Box 178, Wall St. Station, New York 5, N. Y. 
All replies confidential. 


INVITATION FOR PROPOSALS 


Catastrophe Fire and extended coverage insur- 
ance on buildings and contents owned by Mont- 
omery County, Maryland and Board of 
Ehesiien of Montgomery County, Maryland. 
($100,000 to $300,000 Deductible) 
Five Year Policy 
$92,000,000 approximate insurable value 
It is requested that only one proposal be sub- 
mitted by each Insurance Company's Underwrit- 
ing Department. 
Proposals must be received on or 
before August |, 1959 
Effective Date of Policy August 31, 1959 
For specifications and other details, communi- 


cate with: 
William S. Sheppard 
Insurance Officer 
Room 409, County Office Bldg. 
Rockville, Maryland 
(Phone POplar 2-2121, Ext. 204) 








WANTED: SPECIAL AGENT 


Large Midwest Multiple Line Mutual Agency 
Company, operating nationwide, has excellent 
opportunity for Special Agent in Louisiana and 
Mississippi. Satisfactory starting salary, with all 

ployee benefits. Our employees know of this 








ADMINISTRATOR 
PAYROLL AUDIT DEPARTMENT 


This is a challenging opportunity with a large 
multiple line company located in the Midwest. 
Should have proven administrative ability. Re- 
sponsibility for multi state payroll audit opera- 
tion. Opportunity for wider future . . . Respon- 
sibilities. College degree required. Underwriting 
and/or Agency experience desirable. Outstand- 
ing company benefits. Salary open. Replies con- 
fidential. Reply Box G-88, c/o The National 
ge ae agg” Co., 175 W. Jackson Bivd., Chicago 
, Minois. 


ad. All replies confidential. Send complete 
résumé to Box H-2, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Illinois. 








AUTOMOBILE UNDERWRITER 


Midwest company has opening for young man 
with a minimum of 2 years Auto Underwriting 
experience. This position is with a fast growing 
A+ rated organization with excellent advance- 
ment opportunities. Write Box G-89, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 











AVIATION UNDERWRITER 


Experienced Underwriter with Aviation and/or 
Casualty Underwriting experience. Should have 
current pilot's license. Submit detailed résumé. 
Write Box H-I, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Illinois. 


CLAIM ADJUSTER 
Available 


Will consider any opportunity with future poten- 
tial. 5 years experience all type claims for mul- 
tiple line stock company. Experienced in office 
management and agency relations. Age 34, mar- 
ried. Will relocate. Résumé sent on request. Re- 
ply Box G-93, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 





INSURANCE CAREER WOMAN 

for permanent job with large San Diego agency. 
Several years' experience in general insurance 
required. Pleasant office; 5-day week. Group 
hospitalization and profit-sharing retirement 
plan fully paid by firm. Opportunity for ad- 
vancement with increased abilify and experi- 
ence. Starting salary—$275 to $350. Application 
should include age, detailed experience, family 
responsibilities. Replies confidential. Reply Box 
G-95, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








EXPERIENCED 
ACCOUNTANT/STATISTICIAN 
for small specialty company in Washington, D.C. 
Knowledge of |.B.M., coding, rating and loss 
experience analysis would be helpful. Submit 
detailed résumé. Write Box H-3, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Bivd., 

Chicago 4, Illinois. 








WANTED 
Experienced Casualty Underwriter, all lines, 
presently located midwest. Excellent future with 
young aggressive stock company located Cin- 
cinnati, Ohio. State Salary desired. Address 
Box G-%6, c/o The National Underwriter Co., 175 
W. Jackson Blyd., Chicago 4, Ill. 








Colo. Local Agency Position Open 


Experienced man, under 35 for Junior customer 
account position in Local Agency, with ability 
to service and develop an increasing volume 
and advance in agency. Active, fine community, 
100,000 population. Future stock ownership avail- 
able to qualified party. Reply to P.O. Box 2178, 
Colorado Springs, Colorado. 








ASST. MGR. BONDING DEPT. 


Baltimore Branch Office. Must have Fidel- 
ity and Surety experience and production 
ability. Excellent opportunity for advance- 
ment. Write: Daniel Heisey, The Employers’ 
Group, 5 South Street, Baltimore, Md. 








SALES REPRESENTATIVES 


Progressive direct writing multiple line stock 
company has opportunities for several salaried 
representatives. Desire personable experienced 
men age 30 to 35, college trained and C.P.C.U. 
preferred. Excellent salary and fine profit shar- 
ing plan. Please furnish complete résumé of per- 
sonal, educational and business experience. Reply 
Box G-81, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 











Will sublease office space at sacrifice prices 
in one of Davenport, lowa's most desirable 
buildings. 
International Harvester Company 
601 W. Second Street Davenport, lowa 
Phone: 3-9743 





FIRE & CASUALTY ADJUSTERS 
Need young men (25-35) with some experience in 
Fire and Casualty Adjusting. Salary in line with 
experience and ability shown. We're a progressive 
Midwest Multiple Line company. Reply Box H-8, 
c/o The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 
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Travelers Auto Plan 
Underway In Neb. 


(CONTINUED FROM PAGE 1) 
be launched in Nebraska June 8 by 


Travelers. The program or modifica. 
tions will be offered in additiona) 
states as the results of the experiment 
dictate. 

A spokesman for the group stateg 
that “we are determined to explore 
new methods of establishing automo. 
bile insurance rates which will more 
accurately reflect driver experience, ]t 
is obviously unfair to penalize the 
large number of good drivers who have 
never had an accident or a moving 
traffic violation by making them pay 
for the careless few. We propose to re. 
ward the good drivers with substan. 
tially lower rates. At the same time, 
those drivers with records of acci- 
dents and traffic convictions will have 
to pay more. We feel this is only 
equitable.” 

Discounts up to 30% will be given 
the motorist who has not been jp. 
volved in an accident or received a 
moving traffic violation in five years, 
A lesser discount will be available to 
those having a similar record for three 
years. 


Other Innovations 


In addition to the good driver dis- 
counts, Travelers states it will include 
a number of other innovations in the 
auto program that can mean sub- 
stantially lower rates for the motorist, 

Under the present program, drivers 
are divided into nine classifications, 
Under the new program, Travelers 
proposes to use 13 classifications in a 
refinement of the present plan. The 
company is trying to reflect as ac- 
curately as possible the exact degree 
of ratable hazard for each class of 
driver. 

One of the principal innovations in | 
the program is the introduction of | 
packaging automobile insurance, com- 
bining liability and related insurance 
with or without physical damage in- 
surance, written on a six-month ba- 
sis. Auto coverages may still be pur- 
chased on an annual basis as now, at | 
insured’s option. i 

The company announcement noted 
that Travelers was the first company 
in the U. S. to write automobile in- 
surance. The first known policy was 
issued in 1897 to Gilbert J. Loomis of 
Rutherford, N. J., a mechanic who 
built his own one-cylinder motorcar 
in 1896. That first policy provided $1,- 
000 liability at a cost of $7.50. It is 
appropriate, the company spokesman 
said, that the company that was a 
pioneer in auto insurance “should pio- 
neer today in searching for the new 
concepts that must be established.” 








Correction Of Auto 


Figures Of 2 Insurers 

In the issue of May 29, on page 19, 
the automobile incurred losses of 
American were overstated by an even 
$2 million. This produced a loss ratio 
of 58.9%. It should have been 54.5%. 
The earned premium of American 
Automobile should have been $24,019,- 
453 instead of $24,019,543; the loss 
ratio should have been 54.5% instead 
of 54.1%. 


No Report From Monroney 
WASHINGTON—There will be no 
report from the Senate subcommittee 
on auto marketing practices, of which 
Sen. Monroney of Oklahoma was chair- 
man. The subcommittee conducted 
widespread investigations and heat- 
ings on misclassification and over- 





charges on automobile collision risks. 
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Tell Of Plundering, Regulation Weaknesses 


(CONTINUED FROM PAGE 4) 


ganized by professional swindlers is 
given the same number of examina- 
tions as a 100-year-old colossus—one 
in five years for fire companies; one in 
three for casualty. 

If financial difficulties arise, the 
number of examiners is increased and 
the length of time they spend with 
the company is protracted, he said. 
Senior examiners get about $250 a 
week, and, if the company has its home 
office in an attractive resort area, 





INSURANCE 


OPPORTUNITIES 
NATIONAL COVERAGE 


We offer nationwide coverage for the in- 
surance man who is seeking the best in 
opportunity, but who does not limit himself 
to a particular geographic area. 


WD TINE oovccccevccecessnce $13-$18,000 
@ SECRETARY ..cccccccccccccccece $15,000 
@ OFFICE MANAGER .............. $ 8-$10,000 
@ REGIONAL SUPERV. (Life)....... $ 8-$10,000 
@ AGENCY MGR. (Casvalty)........ $ 8-$10,000 
@ PRODUCTION MGR. (Casualty)... .$ 8-$10,000 
@ PURE CEPT. MER. on cccccccccces $10,000 
@ BOND DEPT. MGR. ............. $12-$15,000 
CALL WIRE WRITE 


In Complete Confidence to: 


H. J. ROBERTS 
Insurance Executive Consultant 


CADILLAC ASSOCIATES, INC. 


29 E. Madison Bidg. 
Chicago 2, Illinois 
Financial 6-9400 


“‘Where More Executives Find Their 
Positions Than Anywhere in the World.” 








WHERE TO PLACE 
YOUR BUSINESS 


A guide or directory of responsible and 

edequately equipped local agents. These 

offices have nation-wide facilities for han- 
dling your out-of-state business. 








CRITCHELL - MILLER 
INSURANCE AGENCY 


Established 1868 
Insurance Exchange Building 
CHICAGO 








33 YEARS 
of rendering preferred 
service to non-resident 
AGENTS - BROKERS 
STATE WIDE FACILITIES 
115 N. Olive 
West Palm Beach, Fla. 











Dudley L. Moore, Insurance 
Specializing in assisting agents 
in placing unusual lines. 


(Foreign and Domestic Markets) 
Atlanta Federal Savings Bldg. 


Atlanta 3, Ga. JA 5-7465 
Title Bldg. Gurney Bldg. 
Birmingham. Ala Orlando, Fla. 








Moore, Case, Lyman & Hubbard 
General Agents 


175 W. JACKSON BLVD. 
CHICAGO 
WAbash 2-0400 








Chris Schroeder & Son, Inc. 
210 E. Michigan St., MILWAUKEE 
Engineering Services—All Lines 
The largest insurance agency in the 
State of Wisconsin 














the examiners tend to stay on for 
some time. 

Since most department budgets run 
less than 5% of the amount of pre- 
mium taxes they collect, it seems logi- 


cal and equitable for departments to 


pay the costs of examination from 
those revenues, he suggested. Com- 
missioners can _ effectively regulate 


only admitted companies or licensed 
and conscientious surplus line agents. 
A commissioner can’t reach the large 
agent in a distant state who writes in 
nonadmitted companies. About all the 
commissioner can do is to make it 
difficult for a policyholder to collect 
his loss. This harrassment is carried on 
by some commissioners but is of no 
particular value to anyone and is of 
dubious legality in view of its inter- 
ference with the individual’s right of 
contract. 

Attempts of states to destroy “non- 
admitted” business by taxes and fines 
have repeatedly been struck down as 
violating the 14th amendment. In this 
area no formal governmental regula- 
tion exists. The states cannot act in 
it and the federal government does 
not act. 


States “Break” Insurers 


Recently a new kind of damage has 
appeared, Mr. Otto declared. In some 
cases commissioners have _  absent- 
mindedly put insurers out of business 
by requiring the cancellation of quota 
share reinsurance treaties. This has 
a depressing effect on surplus because 
insurers have an equity in their un- 
earned premium reserves. In other 
cases, the commissioner arbitrarily has 
held rates below expenses, thus im- 
pairing the insurer’s financial stabil- 
ity, as, with Associated Hospital 
Service of New York, the superintend- 
ent forced the Blue Cross plan to lose 
money at the rate of $3 million a 
month, depleting its surplus from $20 
million Sept. 30, 1957, to a very little 
by mid-1958. At about the same time 
the department engaged in a similar 
maneuver on auto liability rates. It 
is difficult to see how these antics 
help to achieve the objectives of a 
regulatory system. 

The present intermingled state and 
federal regulations, with state control 
subject to inherent defects and fed- 
eral control showing itself only inter- 
mittently, does not successfully elim- 
inate monopolies, encourage competi- 
tion, eliminate unfair competition, or 
promote stability, Mr. Otto contended. 

Workable competition exists in lines 
not subjected to concerted rate making 
—life, marine, A&S, and a few others. 
The “legalized collusion” of concerted 
rate making, he asserted, exists in 
large parts of fire and casualty, which 
have been in an unhealthy condition 
for several years. 

In a free market, he said, rate dif- 
ferentials would make all risks, lack- 
ing moral hazard, attractive to insur- 
ers. But rates promulgated for large 
and imperfectly homogeneous classes 
make some risks highly desirable, such 
as dwellings, and others highly unde- 
sirable, such as auto liability for young 
drivers. 


Loss 11%, Commission 45% 


As an example, he cited the country 
club district of Kansas City where 
the fire loss ratio year after year runs 
11%. Commissions are up to 45%. How- 
ever, from the standpoint of the econ- 
omy a rate too low is just as bad as a 
rate too high. 

He noted that in the U.S. some rates 
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EVERYBODY CAN MAKE ERRORS=— 


BUT YOU CAN PROTECT 
YOUR CLIENTS AGAINST LOSS 


You as an insurance agent have an obligation to your clients to 








suggest the protection of a professional liability (errors and 
omissions) policy. Mistakes can happen, but you can protect 
your client against loss for his acts and for the acts of others for 
whom he is legally liable. 


Each policy is carefully tailored to fit the needs of the particular 
profession. Each sale establishes a valuable connection for you. 
For complete information write — 


ST. PAUL HOME OFFICE 
111 W. Fifth Street 
St. Paul 2, Minnesota 


EASTERN DEPARTMENT 
90 John Street 
New York 38, N. Y. 


NEW ENGLAND DEPARTMENT 
10 Post Office Square 
Boston 2, Massachusetts 


PACIFIC DEPARTMENT 
Mills Building 
San Francisco 6, California 





The Agency System .. . An American Tradition 
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CONSULT 
WITH OUR TECHNICIANS 


Representing 


DOMESTIC and FOREIGN 

Insurers for 

INLAND and OCEAN MARINE, 
FIRE, SURPLUS LINES, 
and REINSURANCE 

LLOYD’S LONDON COVERS 


SAYRE and TOSQO, inc. 


UNDERWRITERS 


W. B. Brandt & Co., Inc. 


Correspondents, Lloyd’s of London, 50 Years 











A DUAL Approach to Sales! 


Flexibility is a ‘must’ in modern insurance merchandising. Limiting yourself to 
a single hard and fast sales approach may cost you money. Our versatile, 
‘across-the-board’ facilities help you solve this problem—meet competition and 
maintain profits at the two economic levels demanded by your clients. 





40, ANCHOR 
CASUALTY COMPANY 
St. Paul 14, Minnesota 














Anchor Casualty’s Versa- 
a) tile Packaged Policies... 
Multiple Line Facilities 


A wide variety of standard stock 
coverages—tailored and packaged 
for present markets and sales. Home- 
owners’, Motel Owners’ *, Automatic 
Laundry Owners’* and Combina- 
tion Service Station* policies are 
representative of Anchor's broad 
line of effective selling tools. 


*In states where approved 















FIRE * CASUALTY 


HOME OFFICE 
309 West Jackson Boulevard 
Chicago 6, Illinois 





Queen City 
INSURANCE COMPANY 
St. Paul 14, Minnesota 











Queen City’s Economy 


Automobile Plan... Pref- 
erential Fire Rates* 


Key stock company coverages at 
substantially reduced, competitive 
rates. Ideal for getting and holding 
business on those cost-conscious 
risks. Streamlined administration 
and acquisition costs eliminate red 
tape—give you more time for sell- 
ing and servicing. 
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are regulated, some are not; in the 
United Kingdom and certain other 
countries no rates are regulated. 

‘The price charged for insurance 
should provide enough money to pay 
claims. Everything else takes distant 
second place. If the insurer does not 
get enough money to pay claims, it 
is not an insurer but a fraud, he de- 
clared. In the last 10 years, while 
elaborate discussions of rating equity 
were going on, more than 500 proper- 
ty and casualty insurers went out of 
business, 200 of them under unhappy 
circumstances. 

He suggested that rate bureaus 
convert to statistical organizations 
limited to promulgating loss informa- 
tion, the pure premium, rather than 
gross rates. This would leave each in- 
surer free to charge whatever gross 
rate he might wish, based on his in- 
dividual efficiency. Any deviation is a 
long-drawn-out and expensive process. 


Hundreds Of Tasks 


A detailed list of the functions of a 
typical state insurance superintendent 
could go on for hundreds of pages, he 
said. Over these the federal govern- 
ment, acting through several agencies, 
exercises functional jurisdiction as to 
boycott, coercion, monopoly, federal 
insurance plans, insurers of interstate 
carriers, insurance advertising § in 
some cases, and aspects of pension 
and welfare funds. 

The complaint has been voiced that 
such a system of regulation poses in- 
soluble problems for the management 
of an insurer which must try to please 
55 masters. Defenders of the present 
system reply that the present system 
works fairly well and is being im- 
proved, chiefly by National Assn. of 
Insurance Commissioners. But NAIC 
lacks a permanent research staff and 
an organic reference library, and needs 
better professional training for com- 
missioners, he said. Up to now NAIC 
has borrowed from state departments 
whatever personnel it happened to 
need for particular projects. In many 
cases research has been done for the 
commissioners and NAIC by the in- 
surers they were regulating. 

The present system tends to shore 
up or even create monopolies by au- 
thorizing otherwise illegal practices 
through specific legislative grant, he 
declared. It was fear of competition, 
not desire for it, that led to the all- 
industry rating laws and their permis- 
sion of concerted action in fixing 
rates. The independent insurers which, 
under the old way of doing things, 
had been free to use their own rates, 
found themselves entangled in appar- 
ently endless litigation and adminis- 
trative review under the new system. 


FIDELITY * SURETY 


Security Mutual Casualty Company 


NEW YORK OFFICE 
259 West 14th Street 
New York 11, N. Y. 
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Standard discussions of rate-making 
are full of statements that competition 
can be allowed to set prices for filling 
stations but not for insurance, since 
competition among insurers would 
bring on rate wars, force rates below 
safe levels, and so fail to give policy. 
holders the security they thought they 
were buying. Companies would be too 
optimistic about future losses; they 
would cut rates; other insurers 
would follow suit; the financial integ. 
rity of the insurance would be under. 
mined; and claims would not be paid. 

But, he said, not only are major 
classes of insurance in the U.S.—for 
example, life and A&S—written with. 
out benefit of such regulation, but 
England has a cleaner record in jp. 
surance operations, and yet does not 
have governmental regulation or sy. 
pervision of rates. 

The successful avoidance of losses 
to policyholders in England is ex. 
plained by the unwritten mutual as- 
sistance pact among insurers. Imme- 
diate and unobtrusive help given an 
insurer in financial difficulties has the 
effect of avoiding public alarm, pro- 
viding collective security, and dimin- 
ishing the likelihood of governmental 
inquiry or tightened regulation. Mr, 
Otto commented that there had not 
been a major insurer failure in Eng- 
land since the 1930s. 

The U.S. system baffles observers in 
England and on the Continent, who 
do not understand how insurer man- 
agement can prevent unsound under- 
writing practices if it does not have 
any control over rates or classifica- 
tions. He noted the tightening of the 
London market in 1957-58 and as- 
signed it to a feeling that U.S. insur- 
ance people did not seem able to put 
together a workable property and cas- 
ualty insurance structure. 


Unfair Trade Practices 


Unfair methods of competition have 
been extensively discussed—false ad- 
vertising, commercial bribery, espion- 
age, false and disparaging statements 
about competitors, misrepresentation, 
and the like, Mr. Otto observed. The 
adoption of little FTC acts by states 
undoubtedly helped in curbing such 
abuses. But the abuses continued to 
be prevalent. No adequate statistics 
exist on the incidence of unfair prac- 
tices in insurance over the U.S. Most 
state departments are so understaffed 
and poorly financed they are unable 
to record complaints fully or make 
proper investigations and enforce rem- 
edies. 

Improvement is possible in state reg- 
ulation, he said, if states had more 
funds for operation, better personnel, 
less politics, adequate staffing, aban- 
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donment of impossible tasks, and im- 
provement of administrative proce- 
dures. But the greatest room for 
improvement lies with the federal 
government, which could help the 
business solve some of its difficult 
problems by setting up a_ separate 
and parallel system of regulation ap- 
plicable only to specially chartered 
national insurance companies. 

Under questioning, Mr. Otto indi- 
cated that most insurers fail not be- 
cause of rate competition but because 
of mismanagement—they foolishly 
wrote bad risks. They rely on the ade- 
quacy of the bureau rate. In every 
risk class, there should be credits and 
debits. When these are not indicated 
in the rate, companies get into trouble. 
Insurers, especially small ones, have 
difficulty exercising managerial judg- 
ment because the rating structure 
is too rigid, he said. 


Pure Loss Route Better 


Was the use of a pure premium ever 
voted on by the commissioners con- 
sidering rate regulation, Mr. McHugh 
asked. Mr. Otto thought not. Is it feasi- 
ble? Yes. It is vastly superior espe- 
cially in classes where the published 
rates use too small a base to be cred- 
ible. If bureaus were statistical or- 
ganizations, they could take into ac- 
count much larger statistical bases, Mr. 
Otto said. 

Then, Mr. McHugh said, competition 
would determine the rates. Wouldn’t 
that lead to insolvency of insurers and 
loss of public confidence in them? 

That is the traditional argument 
against a free market, Mr. Otto said. 
It has no validity because it doesn’t 
have to be the result. In countries 
without regulation insurers have clean- 
er insolvency record than in the U.S. 

In answer to a question by Mr. Mc- 
Hugh, Mr. Otto said that states had 
used their licensing authority to limit 
freedom of entry and further restrict 
competition. In Illinois, for example, 
under a previous director, a company 
would have to go through certain for- 
malities including retention of a cer- 
tain Chicago law firm to gain entry. 
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INDEPENDENT ADJUSTERS A 
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Allegations of similar difficulties have 
been made in other states. 

He noted that company statements 
show quite a few “miscellaneous” ex- 
pense listings for fees to obtain ad- 
mittance to certain states. It is esti- 
mated that a charter entered in 15 
states is worth $100,000 by itself. Be- 
ing in a number of states has a large 
cash value. 


Protecting Domestic Insurers 


Has the licensing mechanism been 
used to protect domestic insurers, Mr. 
McHugh asked. Mr. Otto has heard this 
sentiment expressed freely. One com- 
missioner closed the gate because, he 
said he felt the state had enough in- 
surers. 

Sen. O’Mahoney noted the traditional 
Congressional reluctance to set up new 
bureaus that take rights away from 
the states. However, this is an era of 
great changes in which national 
businesses are overcoming local busi- 
nesses through mergers and purchase. 
He said he wondered if this trend is 
destroying the country’s free enter- 
prise system. To protect the people, 
perhaps Congress won’t be so anti- 
pathetic to exertion of federal author- 
ity. 

When Sen. O’Mahoney suggested a 
law to prohibit out-of-state insurers 
from doing business in a state unless 
licensed there, Mr. Otto said no. It is 
a great disadvantage to policyholders 
when they can’t buy insurance with 
nonadmitted companies. 


Hedges Disagrees 


Changing the administrative system 
of regulation won’t cure it, as Mr. 
Otto suggests, Mr. Hedges testified. 
Should there be more competition and 
less regulation, Mr. McHugh asked. A 
different kind of regulation, yes, 
Mr. Hedges replied, “but I am not so 
sure about the quantity.” 

Mr. Hedges said certainly more re- 
search is needed. Most of what is done 
now is accomplished by the New York 
department. 

How can judgment be kept in safe 
bounds, Sen. O’Mahoney asked. By 
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THOMAS T. NORTH, INC. 
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THOMAS D. GEMERCHAK 


Insurance Adjustments 
All Lines 


416 Citizens Bldg., Cleveland 14, Ohio 
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government, Mr. Hedges said. If the 
rules are proper, insurance can be 
regulated by federal or state govern- 
ments. He said he doesn’t believe in 
private regulation. 

“Is your ideal reflected in state reg- 
ulation,” Sen. O’Mahoney wondered. 

Yes, he replied, in many ways— 
such as the rules on life insurance re- 
serves and in other respects in the life 
field. Here companies have the maxi- 
mum freedom of individual action 
within law and judgment. However, 
he said his view was that the business 
should get along with as little regula- 
tion as they can. There is considerable 
regulation in life insurance but there 
is also considerable freedom for in- 
surer judgment. 


Don’t Understand Solvency 


There is a lack of fundamental 
knowledge of what makes for finan- 
cial integrity of an insurer, he said. 
What is a reasonable profit, what is 
the effect of the premium reserve on 
the real financial condition of a com- 
pany, and other vital matters, that can 
only be resolved by research. Certainly 
insurers need more statistics for rates 
and to shape management judgment. 
| 
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However, he said, he would let man- 
agement figure out how to get it. 

Does close regulation tend to keep 
prices higher, Mr. McHugh asked. No, 
Mr. Hedges replied. 

What does NAIC do, Mr. 
wanted to know. 


McHugh 


Meets Twice Yearly 


It meets twice a year and has long 
discussions, Mr. Hedges replied. It 
farms out its problems to individual 
states. Is it a clearing house? Yes. 
To improve local regulation? Yes. Does 
it aim also at uniformity to eliminate 
conflict of law and regulation? The 
business of managing and regulating 
is more than a local matter, Mr. 
Hedges replied. 

In response to another question, Mr. 
Hedges said he thought there were 
many more similarities than differ- 
ences in insurance, locality to locality. 

Among visitors on the second day 
of the hearings were C. P. Butler of 
Inter-Regional Insurance Confer- - 
ence, George Hanson of National Assn. 
of Insurance Agents, Carl Kirk, Chi- 
cago consultant, Ambrose Kelly of 
Factory Mutuals, and B. C. Brown of 
American Mutual Insurance Alliance. 





elements of STRENGTH. 


vicing local insurance buyers. 
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HOW DO YOU MEASURE YOUR COMPANIES ? 

In these difficult years for the insurance business, the measure of 
STRENGTH is paramount. The BUFFALO has three important 


(1) Founded in 1867, it has stood the “Test of Time”. 
years of substantial and uninterrupted growth. (3) High Liquidity with 
95.3% of its assets in cash, stocks, bonds or premiums in transmission. 


These are the important tests of STRENGTH. 

In months to come you may be faced with some difficult decision: 
company mergers, loss of a market, reduction in capacity. The strength 
of the BUFFALO provides the market stability you will seqeice. 

The “BUFFALO PLAN” is for the Agent with 
vision. It has many advantages built upon mutual 
faith and confidence. It permits responsible Agents 
to assume an increasingly important place in ser- 


BUFFALO INSURANCE COMPANY 
220 Delaware Avenue, Buffalo 2, New York 


Buffalo Insurance Company, 220 Delaware Avenue, Buffalo 2, N. Y. 
I’m interested in providing better coverages and improved services. 
un Please send, without obligation, a copy of “The High Road” which 
explains “THE BUFFALO PLAN” 


Watch for the man with... 


“THE BUFFALO: PLAN” 
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EXPERIENCED 


THERE IS NO SUBSTITUTE FOR EXPERIENCE. And there’s no 
substitute for the services of an experienced reinsurer, with a first hand, detailed 
knowledge of all phases of American fire, marine, casualty, bonding 


and accident reinsurance. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 
ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 





Midwestern Dept.: 314-317 FAIRFAX BUILDING, KANSAS CITY 5, MISSOURI 
Pacific Dept.: 610 SO. HARVARD BOULEVARD, LOS ANGELES 5, CALIFORNIA 
Chief Agent for Canada: 360 ST. JAMES STREET WEST, MONTREAL, QUEBEC 


Home Office: GENERAL REINSURANCE BLDG. 
400 PARK AVENUE, NEW YORK 22, N. Y. 
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